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Mr. Napoleon Patry, 
Assistant Cashier 


@ Securing the second charter 
issued under the National Bank 
Act, The First National Bank and 
Trust Company of New Haven 
opened its doors on June 25, 1863. 

Progressive in its policy and 
helpful in its dealings with cus- 
tomers, this long established bank 
has steadily widened its activities 
to include all phases of banking. 
And it has kept its service up-to- 
date by using the most modern 
equipment. 

National Posting Machines are 
used in their Savings Department. 
The bank’s complete satisfaction 
with the work done by these ma- 





A section of the Savings Department, The 
First National Bank and Trust Company of 


New Haven, Connecticut 





We can handle 


customers faster...” 





chines is clearly reflected in the 
letter from Mr. N. Patry, Assistant 
Cashier. 

Wherever they are installed, 
National Posting Machines insure 
fast, accurate window service. They 
post entries simultaneously on de- 
positor’s pass book, ledger and 
journal...and all records are 
exactly alike. They force the post- 
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Cash Registers e Typewriting-Bookkeeping Machines e Posting Machines e Analysis Machines e Bank-Book- 
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ing of interest as it becomes due. 
They eliminate after-banking- 
hours’ posting. They prevent mis- 
takes and make departmental 
supervision easier. 

We or our local representative 
will welcome an opportunity to tell 
you more about these machines and 
the increased efficiency they will 
bring to your Savings Department. 
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Fo: twenty years the door of the Financial 


Advertisers Association has been open to those who be- 
lieved in financial advertising and sought to better it. The 
problem of better customer and public relations was 
taking form in the Association in 1917. Work in the earlier 
days was entirely mutual and mutuality of interests is still 
the keynote, though the Central Office functions efficiently 
in coordinating ideas and plans and disseminating them 
to members. This is an open invitation to banks, trust 
companies, investment houses and other financial institu- 
tions to join the Association. Dues are moderate; very low 
indeed for the value afforded. Full information regarding 
membership and advance news of the 20th Annual Con- 
vention may be had by addressing Preston E. Reed, 
executive secretary, 231 South La Salle Street, Chicago. 


6 om f —— 20th Annual Convention, Atlantic City, Sept. 9-11 








900.000.0000 DETAILS 


In twenty-five years of operation, 
Morris Plan institutions have made over 
10,000,000 loans to borrowers not eli- 
gible for commercial bank accommo- 
dation. 


What this money has meant to large 
industrial communities from coast to 
coast—in personal opportunity, liqui- 
dation of debts and stimulation of busi- 
ness — is impossible to calculate. 


The work entailed has been of vast 
proportions, for the number of operat- 
ing details required by investigations, 
loan deposits and delinquent notices 


MORRIS PLAN 


BANKERS 


far exceeded the number of loans 
made. As a result, a Morris Plan insti- 
tution must employ at least twice as 
many people as a commercial bank of 
equal resources. 


Out of all this experience, nationwide 
in scope, the Morris Plan has developed 
methods which offer credit on a sound, 
economical basis to borrowers whose 
applications do not fit your own methods 
of operation. 


Round out the service of your bank by 
putting such applicants in touch with 
your local Morris Plan institution. 


ASSOCIATION 


with which is affiliated the Industrial Bankers Association, Inc. 


15 East Favetrre Stik eeT 


BALTIMORE, MARYLAND 


This series of advertisements 


is sponsored by Morris Plan 


institutions 


in 89 cities. 
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Every Month 
National Affairs 


So many bankers have re- 
quested the editor to express his 
views in the magazine and to 
provide information on national 
affairs, that three new features 
are inaugurated this month. 

On page 388 you will find 
The Editor’s Viewpoint, a 
new editorial department in 
which the editor's views are 
given on some important sub- 
jects that are of definite interest 
to bankers. 

In five cases, the editor's view- 
point is expressed in one sen- 
tence. In four cases, more 
space is taken. It is not expected 
that all readers will agree, and 
readers are invited to disagree 
in writing on any of the subjects 


388 covered. 


On page 432 is a department 
of short quotations from promi- 
nent men. These have been 
selected with special care to the 
present interest of subscribers 
and with reference to their 
importance to our immediate 
banking and business future. 

On page 436 is a new feature 
called ‘Figures.’ There are 
presented short paragraphs con- 
taining figures showing statisti- 
cal facts about many matters 


Purchasing Is Only Half The Job . . . . Walter Distelhorst 406 | ‘D#t 2t0 of extreme importance 


We Get Stockholders’ Help . . . .. . . J. W. Dunegan 410 
Your Staff of Stockholders . . . . . . . John Y. Beaty 412 
\ How To Judge Modernization Credits . . Howard W. Haines 414 
Humanize Bank Correspondence . . . Clarence T. Hubbard 417 
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to bankers these days. In this 
department, also, is a cartoon. 
Here again we would appre- 
ciate our subscribers’ comments 
on the cartoon or the figures, for 
we are always eager to make 
this magazine more useful to 
everyone who reads it. 


419 The leading article on page 


391, entitled “Inflation and Re- 


How To Protect Unpaid Balances . . . . J. Alexander Ford 424 lation,” by Dr. Paul Einzig is 
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Current Investment News ......... 
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Revisions In The Bank System . . . .. . . . ~- Tables 441 
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- Geo. D. Bushnell 42 
Short Quotations From Prominent Men . . . . . . . . 432 


typical of a new series in which 
the views of prominent men in 
contact with world affairs will be 
given. In this case, we get the 
view of an Englishman who is 
an author of many books on 


436 banking and economics, which 


have had distribution both in 
England and in this country. 
These new features may be 
expected each month and other 
improvements will be provided 
from time to time. 
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Dhe EDITOR’S Vewoin 


A publishing house in 
Massachusetts was reor- 
ganized in 1935 by giving 
stock certificates in ex- 
change for promissory 
notes which had been 
“sold” to investors over 25 
years ago, at which time 
they were called ‘gold 
notes.’’ The investors at that time were led to 
believe that the money was needed only tempo- 
rarily. As a matter of fact, it was capital money 
from the very start, and those notes should have 
been called ‘‘common stock certificates.”’ 

In the same way, there are existing long-term 
bonds that should have been called ‘stock cer- 
tificates.'' In fact, some mortgages on real estate 
really represent ownership rather than security 
for a loan, if the true situation were analyzed. 

Let’s start a campaign to insist upon all 
securities being called by their right name! 


LET’S CALL 
SECURITIES 


BY THEIR 
RIGHT NAMES 
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@ The government cannot outlaw competition in 
business. 


Cc 


@ Service charges are necessary, but there is a 
possible danger of going so far with charges, 
that when interest rates go up again, and loans 
are in great demand, depositors will have cause 
to complain because of unnecessary fees being 
levied against them. 


aa 


With government officials 
bent on “remodeling’’ our 
banking system and pro- 
cedure, the interests of 
bank stockholders are in 
jeopardy. 

When we see bank after 
bank paying depositors 
100% after having been 
closed by governmental authorities, we realize 
still more that stockholders’ equities are in danger. 

There is too little expert knowledge of banking 
among government officials. Yet, boards of 
directors have been forced, in many cases, to close 
their banks with tremendous loss to stockholders, 
when some other action might easily have pre- 
vented loss to either stockholder or depositor. 

What can be done about this? 

First, stockholders can be educated to banking 
and to the relationship of government to banking. 


BANK STOCK- 
HOLDERS 


NEED 
PROTECTION 
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Second, congressmen can be educated to 
banking. 

Third, stockholders can make specific protests 
to congressmen whenever any bill is introduced 
that appears not to be to the best interests of stock- 
holders and depositors alike. 

Fourth, a bank stockholders’ protective com- 
mittee might be organized. This committee, if 
provided with funds, could undertake to carry out 
the other three points. Furthermore, it could 
arrange for personal representation in Washington; 
in fact, the headquarters of such a committee might 
well be in the national capital. 

The editor would appreciate comments on these 
suggestions from subscribers. 


Cc 


@ Fear of unknown handicaps to business which 
may be promulgated by our federal government, 
may justify the extreme timidity we have seen in 
business progress. But it would not take long 
to stop these experiments if we each determine 
to pay no attention to the uncertainties and 
immediately proceed to expand our businesses 
along practical lines. 


ta) 


A friend of mine recently 
told me of an offer that had 
been made to him by which 
he would receive $150 a 
month for being a precinct 
captain. It sounded like 
easy money. He told his 
political friend that he 
would accept it. 

“All right’’, said the politician, ‘‘you register 
at the office of the internal revenue and you will 
receive a check each month for $150. You will 
have nothing to do with the internal revenue 
work, and all you will be expected to do is to 
get everyone in your precinct out to vote when- 
ever there is an election. 

When my friend saw that precinct captains are 
paid out of federal funds, allocated to a federal 
department, he refused to do what he had been 
told. This happened during a Republican admin- 
istration. It is not a party matter, but apparently 
a common practice of both political parties. 

How are we going to get rid of such political 
strategy? How are we going to persuade people 
to refuse money from the federal treasury which 
is offered in payment of political service. 

There is, perhaps, only one way. That is, 


HOW 
POLITICIANS 


ARE 
PAID 
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pitiless publicity for every political racket. With 
a knowledge that liberal funds are available for 
faithful political service and activity, thousands 
find it difficult to resist going into politics. 

We must foster high ideals of government, or 
we cannot maintain high ideals in business and 
private life. The place for us to begin as indi- 
viduals is in our local precincts. 


CC 


@ If bankers were to declare that an emergency 
exists, and confiscate a percentage of depositors’ 
money as congress confiscated money and property 
by so-called emergency laws, what would happen? 


CO 


@The security exchanges and commodity ex- 
changes are good examples of almost perfect 
control over the ethics of member business houses. 
There is no reason why other groups of business 
men cannot control the ethics to an extent that 
will make business practices fair to all. 


cS 


At the time of the bank 
moratorium in March, 
va 1933, we were told that 
FRIGHTENED | there were so many banks 
that were insolvent that 
depositors had become 
frightened. Now it is re- 
vealed that it was not the 
condition of the banks, but 
something else that caused depositors to withdraw 
their money and put it into hiding. 


DEPOSITORS 
IN 1933? 


In a series of articles in the Saturday Evening 
Post, William Starr Myers and Walter H. Newton, 
are telling of the actual situation just preceding 
the moratorium. 


Following the moratorium, we were told that 
the new president had saved the banks. From 
the facts now revealed, it would appear that the 
banks had saved themselves after being almost 
destroyed because of the fears of the people, as 
to what the new administration would do. 


The people were not afraid of the banks. 
They were afraid of the government's possible 
radical action with respect to our money. 


It is good for us all to know this. It ought to 
serve as a solemn warning. And it ought to 
inspire each of us to take more interest in pre- 
venting money tampering and to make more 
demands for a definite statement of policy before 
so much damage is done. 


Doesn't this emphasize the fact that our 
national lawmakers are not well versed in 
the principles of banking? 
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Both business and bank- 
ing may look into the 
immediate future with con- 
fidence, for there are better 
times ahead. 

It has been estimated 
that there are nearly two 
million new homes needed 
in this country which, if 
built, will tax all producers of building material 
beyond their present capacity—in fact, eight or 
ten times beyond present capacity. 

There are many evidences that the building of 
these homes has already begun. Bankers, in 
fact, are encouraging this home building in many 
ways. Real encouragement, however, will come 
from increased business in other lines. The man 
who wants a new home, hesitates to contract for it 
until he is more certain of his own immediate 
future income. 


BETTER 
TIMES 


AHEAD 


This is why bankers, in many places, are making 
a consistent canvas for loans that will encourage 
increased business in every local industry. 

We must be sensible enough to realize that no 
one industry can make prosperity. No one 
governmental agency can start business on the 
upgrade again. 

There is no way to stimulate the durable 
goods industry except by stimulating all of 
the other industries that will need durable 
goods as soon as they increase their own 
business. 

But this increase is already taking place. The 
automobile business deserves credit for being the 
first to show a marked improvement. 


As individuals, we must look upon the situation 
from the standpoint of local enterprises. If we 
use our ingenuity, our optimism, and our determi- 
nation to put any business, over which we have an 
influence, into increased production—if all of us 
do that, we will soon have such a prosperity as 
this world has never known. 

We will all doit. But some of us will be slower 
than others. This suggestion is given to inspire 
those who are inclined to be too conservative to 
consider the immediate local possibilities with a 
more practical mind. 


fal 


@lIf elections are carried by unthinking and 
uneducated people who are in the majority, let 
each of us take it upon himself to educate at 
least two of those people who have been misled 
by silver-tongued, unprincipled orators. 


co 


@ For some reason or other, I have recently been 
reminded of a boy with whom I| played marbles 
when I was ten. Whenever he lost a game, he 
always wanted to change the rules. 
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Gum Wad Holdup 
Of Bank Fails as 


Teller Pulls Gun 





The bank was thrown into con- 
fusion when Joseph Driscoll, a tel- 
ler, drew a pistol from beneath his 
counter and heldthe two men while 
police were summoned. Driscoll 
said one of them had shoved a stick 
through his window while his back 


AND 
THIS 


Almost 1000 Banks Have This Protection 





OVERDRAFTS 


“The law is entirely clear that 
if a check is presented to the bank 
upon which it is drawn, and 
accepted by payment in cash or 
credit unconditionally given, the 
payee cannot be required to re- 
imburse the bank because the check 
overdrew the drawer’s account. 
When a check is so presented, 
the bank must then decide to 
accept it, absolutely or con- 
ditionally, or dishonor it. When 
it accepts it unconditionally, the 









was turned and attempted to reach 


a stack of bills. 






BECAUSE with a telautograph at 
w=" the right hand of the 
teller he need not turn his back when 
anyone is standing at his window. He 
can communicate with the bookkeepers 
regarding balances, etc., by writing on 
the telautograph and his reply will be 
received, again in handwriting on the 
telautograph. All this being accom- 
plished in a jiffy. This arrangement 
leaves him in a position to watch the 
public at all times. 








Telautographs Prevent Embarrassment Of Depositors! 


check is paid, and the incident 
closed.” 
a 7 


BECAUSE your teller, via telauto- 
=== oraph, can secure from 
the bookkeeper, with the speed of 
lightning, (electricity) “up to the 
minute” balances on all accounts 
involved in the cashing or certifying 
of checks, and before permitting any 
withdrawals. There can be no misun- 
derstanding regarding a depositor’s 
name or the amount of his balance so 
that with ordinary diligence, overdrafts 


can never occur. 


Telautographs Allow Tellers to Remain in their Cages, thus 
Avoiding Dispute with Insurance Company in Event of Loss! 


Telautographs Make Your Bank More Quiet by Permitting 
The Isolation of the Bookkeepers and their Noisy Machines! 


YET 


Each Telautograph You Need Will Cost But 28c Per Day! 
Some Banks Use 100 Or More—Others Require Only Two. 


WRITE FOR OUR BROCHURE, 


16 WEST 61st STREET, NEW YORK CITY 
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“TO ERR IS HUMAN’’—OUR MAN—OR BOTH 
(NO OBLIGATION, OF COURSE) 


TELAUTOGRAPH (.2,) CORPORATION 
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Inflation And Reflation 


HILE President Roosevelt’s 
W ceri reflationary experi- 

ment is being followed with 
keen interest in every part of the 
world, it is not generally realized 
that reflationary forces are gradually 
gaining ground outside the borders 
of the United States. 

Europe, in particular, has been 
the scene of reflation, whether in the 
form of automatic tendencies or in 
the form of deliberate policy. The 
degree of reflationary influences 
varies according to countries, but it 
is undoubtedly present all over the 
continent. 

In some countries it has not yet 
succeeded in neutralizing the defla- 
tionary forces which are still at 
work, while in other countries it has 
spent its energies in cancelling out 
the influences of deflation. 


@ In several countries, however, re- 
flation has attained a relatively ad- 
vanced stage ; and even in those coun- 
tries where it is at its initial stage, 
there is a distinct tendency toward 
progress. By the end of 1934 refla- 
tionary forces had succeeded in 
arresting deflation in almost every 
part of Europe. 

The depreciation of sterling pro- 
vided the first powerful reflationary 
factor in Europe. If its effect in 
Great Britain and in countries whose 
currencies followed the pound was 
almost entirely inactive until 1933, 


By DR. PAUL EINZIG 


Dr. Einzig is an authority 
on finance and is foreign edi- 
tor of the Financial News, and 
the Banker, in London. His 
books have all appeared on 
this side under the imprint 
of the Macmillan Company. 
Among some of his well- 
known titles are the following: 


**The Sterling Dollar Franc 
Tangle” 


*““Germany’s Default: The Eco- 
nomics of Hitlerism” 


**The Economics of Rearma- 
ment” 


“Exchange Control” 
**France’s Crisis” 
**The Future of Gold” 


**The Fight for Financial Su- 
premacy” 


“The World Economic Crisis” 


it was because deflation in other 
countries neutralized the effect of 
reflation in the countries of the 
Sterling Bloc. All that happened 
was that commodity prices in the 
sterling area ceased to fall. 


It is only in countries whose ecur- 
rencies depreciated to a larger ex- 
tent than sterling, such as Greece 
and Denmark, that the reflationary 
influence of depreciating exchange 
had already produced positive re- 
sults before 1933. The unofficial 
depreciation of various currencies 
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in Central and South-Eastern 
Europe cancelled out only part of 
the deflationary influences that were 
working in the countries concerned. 


@ As for the countries which re- 
mained on a gold basis, deflation was 
going on unabated throughout 1931 
and 1932. It cannot be said, there- 
fore, that before the suspension of 
the gold standard in the United 
States reflation made any positive 
progress in Europe as a whole. 

Such reflation as took place in 
Europe before 1933 was largely 
spontaneous. There was no delib- 
erate attempt to depreciate the ex- 
changes in order to bring about 
reflation. On the contrary, the 
British Government and other gov- 
ernments with depreciated currencies 
went out of their way to neutralize 
by deflationary measures—such as 
high bank rate and high taxation— 
the normal reflationary effect of 
eurrency depreciation. The only posi- 
tive reflationary measure adopted in 
Great Britain and other European 
countries was the creation of condi- 
tions of cheap money. 

Even that was partly due to the 
automatie influence of trade depres- 
sion upon money rates. In any case, 
its positive reflationary affect was 
very small. While cheap money con- 
ditions created a situation in which 
active reflationary factors had am- 
ple opportunity to produce their 








Reflation In Germany And In America 


Germany is the country where 
reflation attained the highest de- 
gree in Europe. It was due almost 
exclusively to causes special to 
Germany. The advent of the Na- 
tional Socialist Government was 
followed by the adoption of an 
economic policy aiming at the 
reduction of unemployment at all 
costs. Reflation in Germany was 
the result of a deliberate policy. 


Unlike President Roosevelt, 
Herr Hitler did not aim at rais- 
ing commodity prices. On the con- 
trary, the German authorities did 
their utmost to minimize the 


effect of public works and other 
reflationary economic measures 
upon the price level. Notwith- 
standing this, prices responded to 
the increase of public expendi- 
ture on public works and rearma- 
ment. 


It is the irony of fate that while, 
in the United States, all the efforts 
of the Administration to bring 
about a substantial rise in com- 
modity prices failed to produce 
an adequate result, in Germany, 
all the efforts of the authorities 
to the contrary, failed to prevent 
an unwanted rise. 





effect, such infiuences failed to 
appear on the scene until after the 
suspension of the gold standard in 
the United States. 


@ The depreciation of the dollar and 
the rise in American commodity 
prices provided a strong stimulus to 
reflation in Europe. It brought about 
a sympathetic rise in commodity 
prices in countries with depreciated 
currencies. Although none of the 
European countries adopted delib- 
erate reflation with the object of 
raising commodity prices, their re- 
sistance to spontaneous reflation 
relaxed through the influence of the 
American example. 

Thus, Great Britain relaxed her 
resistance to the depreciating trend 
of sterling and the countries of the 
Sterling Bloe followed her in this 
respect. There was thus a moderate 
degree of reflation in the European 
countries with depreciated curren- 
cies. It is true that at the same time 
the countries of the Gold Bloe fur- 
ther deflated in order to defend their 
currencies at their overvalued levels. 

Notwithstanding this, the depre- 
ciation of the dollar generated re- 
flationary influences even within the 
Gold Bloe by causing defiation to be 
reduced ad absurdum. 


Under the pressure of the depre- 
ciation of the dollar and of the eur- 
rencies of the Sterling Bloc, defla- 
tion was carried to such a degree in 
the countries of the Gold Bloe that 
it tended to defeat its object. These 
countries found it increasingly diffi- 
eult to balance their budgets, and 
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the efforts to reduce costs also met 
with a growing degree of resistance 
on the part of employees. 

It was becoming increasingly diffi- 
eult during 1934 for France and 
other gold countries to meet the 
budgetary deficit without having to 
resort to inflationary borrowing. 
The drastic economies enforced in 
these countries led to a further fall 
in budgetary revenue, and the grow- 
ing deficits tended to bring forth re- 
flationary influences which the Gov- 
ernments concerned found difficult 
to resist. 

Germany is the country where 
reflation attained the highest degree 
in Europe. It was due almost exclu- 
sively to causes special to Germany. 
The advent of the National Socialist 
Government was followed by the 
adoption of an economic policy aim- 
ing at the reduction of unemploy- 
ment at all costs. Reflation in Ger- 
many was the result of a deliberate 





Definitions 


inflation—a general rise in prices some- 
what independent of business condi- 
tions, and commonly brought about by 
changes in the value or quantity of cur- 
rency or credit—in short, an artificial 
rise in prices. 


deflation—a general decline in prices 
somewhat independent of business con- 
ditions, commonly brought about by 
changes in the value or quantity of cur- 
rency or credit, and overcoming an 
artificial inflation. 


reflation—a general readjustment of 
prices from a lower level to a predeter- 
mined level which is referred to as 
“normal.” 


policy, but it was not a deliberate re- 
flationary monetary policy. 


® Unlike President Roosevelt, Herr 
Hitler did not aim at raising com- 
modity prices. On the contrary, the 
German authorities did their utmost 
to minimize the effect of a public 
works and other reflationary eco- 
nomic measures upon the price level. 
Notwithstanding this, prices re- 
sponded to the increase of public 
expenditure on public works and 
rearmament. 

It is the irony of fate that while, 
in the United States, all the efforts 
of the Administration to bring about 
a substantial rise in commodity 
prices failed to produce an adequate 
result, in Germany all the efforts of 
the authorities to the contrary failed 
to prevent an unwanted rise. 


@ The difference in the result is 
largely due to psychological consid- 
erations. With the experience of the 
disaster of 1923 still fresh in its 
memory, the German public is de- 
cidedly inflation-minded, all the more 
so as the technical position of the 
reichsmark is very weak. The Amer- 
ican public, on the other hand, had 
no proper inflationary experience in 
the lifetime of the present genera- 
tion, and finds it difficult to believe 
in its likelihood. Other things being 
2qual, the same degree of inflation 
would produce a much more pro- 
nounced effect on prices in Germany 
than in the United States. 

In addition to the reflationary 
affeet of public expenditure, the rise 
in prices in Germany was also stimu- 
lated by fears of a shortage in com- 
modities, caused by the depletion of 
the gold reserve. The existence of 
various types of depreciated cur- 
rencies such as registered marks, 
credit marks, security marks and so 
on, which are used to a limited de- 
gree for German foreign trade, also 
contributed in some slight degree to 
the rise in inland prices. 


® The effect of all these factors was 
a rise in German commodity prices 
well above the level of prices in the 
countries of the Gold Bloc. Indeed, 
prices in Germany may be said to be 
at present about halfway between 
those in the Gold Bloe and those in 
the Sterling Bloc. 

Public works and rearmament as 
factors tending to provoke reflation 
are by no means confined to Ger- 
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many. Various countries of the Gold 
Bloe, to relieve the depression caused 
by the overvaluation of their cur- 
rencies, have undertaken extensive 
publie works. Italy holds the lead 
in this respect, although in 1934 
budgetary considerations necessi- 
tated a reduction in her expenditure 
on public works. Armament expen- 
diture also provides a reflationary 
factor in most countries in Europe. 


@ There is reason to believe that in 
the course of 1935, reflation will 
make considerable progress in most 
European countries. In Great Brit- 
ain, the pressure for active refla- 
tionary measures in the form of 
public works is increasing. The cam- 
paign launched by Lloyd George to 
that end was remarkably well-timed. 
Considering that a new general elec- 
tion will take place this year or next 
year, the British Government can no 
longer afford to disregard the de- 
mand for reflationary expenditures 
on housing and for other purposes. 
Nor ean the Government ignore 
much longer the pressure on the 
part of an influential section of pub- 
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Principal Countries Now In 


The Gold Bloc 


(Those valuing their currencies in 
terms of gold) 


France 


Holland 


Switzerland 
Italy 


Principal Countries Now In 


The Sterling Bloc 


(Those valuing their currencies in terms 
of the pound sterling) 


All countries in the British Empire 
The Scandinavian countries 


lie opinion for improving the coun- 
try’s air defense. The expenditure 
involved will doubtless produce a 
reflationary effect in Great Britain 
and the chances are that other coun- 
tries of the Sterling Bloe will also 
be affected by the same factor. 

It is highly probable that several 
countries in Central and South East- 
ern Europe will before long officially 
recognize the unofficial depreciation 
of their currencies, and this will pro- 
duce a reflationary effect upon their 
inland prices. It is possible that, in 
the course of 1935, we shall witness 
several defections from the Gold 
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Bloe, and this, together with a fur- 
ther depreciation of sterling and 
other currencies of the Sterling Bloc, 
would stimulate reflation in Europe. 

Indeed, it is reasonable to assume 
that the countries of the Gold Bloc 
will not resist reflationary influences 
to the same extent as they did in the 
past. Two of them, France and Italy, 
actually declared that they have de- 
cided not to deflate any further. In 
Italy, the fall in commodity prices 
came to an end early in 1934, even 
though it continued in other coun- 
tries of the Gold Bloc. 


@® The French government went so 
far as to declare a new monetary 
policy which, if applied, is bound to 
lead to reflation. The decision of the 
Bank of France to re-discount treas- 
ury bills in future opens wide pos- 
sibilities for reflation in France. 
Although the Government hopes 
to attain cheaper money conditions, 
as a result of the new policy, the 
chances are that reflation will assume 
a much more effective form, through 
the financing of the budgetary deficit 
with the aid of the Bank of France. 
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CLAUDE L. STOUT 


Likening the board of directors to “‘the roots 
of the sturdy oak,”’ the executive vice president 
of the Poudre Valley National Bank, Fort 
Collins, Colo., stresses the importance of close 
officer-director cooperation, suggesting steps 
by which it may be achieved. 


carefully selected relative to ment of any bank, Problem Number 
recognized business ability, One in importance is that of study- 
diversification of profession, finan- ing the Board of Directors, individ- 
cial standing and variance of age, ually and collectively. Such observa- 
may be developed, under favorable tion and the resultant conclusions 
cooperation, to a degree where it pro- should have first attention, taking 
vides an unlimited source of con- precedence over a similar survey of 
structive information and sugges- subordinate officers and employees. 
tions. I have stated, ‘‘ Know your employee 
As the roots of the sturdy oak and know him well,’’ and this applies 
spread in every direction, bringing with even greater force to your Board 
nourishment and stability to the of Directors. 
trunk of the tree, likewise the Board The diversified interests of various 
of Directors spreads in every direc- members comprising the Board of 
tion, bringing new information, Directors necessitates dealing with 
seasoned experience, and a more each one, individually, on many mat- 
accurate understanding of outside ters. Naturally, their views do not 
reaction to new methods of applying always coincide with that of the bank 
fundamental policies. executive. Bringing these varied 


. Se 


3 Yas the roots.of the sturdy oak - 


\ BOARD OF DIRECTORS, In assuming executive manage- 
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10 Cardinal Rules In Working With Directors 


1 Select your board from 
diversified professions—men with 
sound business judgment, wide 
public contacts, and successful 
records in their own fields. 


2 It is vital that they be men 
of unquestioned honesty and the 
highest ethical standards. 


3 Give your directors a sound 
training in fundamental banking 
principles. 


4 Impress upon them their 
legal and moral responsibilities 
as directors. 


5 Study your board, individ- 
ually and collectively, so that the 
talents and personalities of all 
may be co-ordinated and harmon- 
ized. 


viewpoints into focus, harmonizing 
the ideas of the entire group, is the 
test of a skilled executive. It is often 
necessary to exercise a great deal of 
diplomacy in guiding in the desired 
direction. After all, the average 
Board of Directors is composed of 


men who are successful in the oper- 
ation of their own individual busi- 
ness, and are not in the position of 
taking orders. Hence, the necessity 
for tact and alertness, to avoid any 
misunderstanding or contention. 


@ The average director’s lack of 
banking education, training and 
understanding of his responsibility 
is common knowledge among expe- 
rienced examiners. Too many direc- 
tors accept a directorship without 
the slightest conception of the moral 
obligation to depositors assumed, and 
know practically nothing of their 
legal liability. This lack of knowl- 
edge proves most expensive if the 
bank fails. To their sorrow, but too 
late, these directors learn how im- 
portant their position might have 
been, if filled in the proper manner. 

Is it, therefore, any wonder that 
unduly selfish, ambitious self-cen- 
tered bankers encountered little, if 
any, opposition to their program of 
unsound banking? A Board of 
Directors, well educated in banking, 
is really invaluable as the bank’s bal- 
ance wheel. 

From observation of hundreds of 


6 Constant tact and alertness is 
necessary to avoid misunderstand- 
ing and contention. 


7 Allow yourself frequent 
access to the board’s judgment, 
experience and advice. 


8 Keep your board continually 
informed on important executive 
decisions. 


9 Provide each director with 
daily reports of loans made and 
paid; accounts opened, re-opened, 
closed; and the bank’s daily state- 
ment. 


10 Help them to constantly 
remember that loans must be 
judged on the applicant’s degree 
of solvency, never on personal 
dislike or admiration. 


banks, I know that a strong Board of 
Directors is requisite. Few bank 
executives are equipped to maintain 
sound banking principles without the 
advice and support of a conservative 
and experienced Board. It is never 
safe to rely upon the judgment of 
one individual. This is especially 
true during a period when so many 
perplexing matters confront us. 

The Board of Directors should be 
composed of responsible individuals, 
who will not misuse their position by 
imposing on the bank from a credit 
standpoint. They must refrain from 
any unethical use of information 
which comes into their hands through 
their bank connection. In this posi- 
tion much confidential information 
is accessible, but this confidence can- 
not be violated without detriment to 
the bank. 

Members of the Board should rep- 
resent varied professions—such as 
doctor, lawyer, merchant—drawn 
from sources as diversified as possi- 
ble. These people should be in con- 
tact with the public, in order that 
the executive may have current 
information carrying many contrast- 
ing values. 


® Such information serves to elimi- 
nate costly errors and mistakes. 
Directors should be men prominent 
and successful in their own profes- 
sion, who will lend strength and 
dignity to the institution. This also 
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is the strongest endorsement of their 
competency and ability in passing 
upon matters of vital importance to 
the institution. Principles govern- 
ing sound banking are no different 
than the principles fundamental to 
every other business or profession. 
It is the method of application that 
varies. 

Having chosen a competent Board 
of Directors, the next step is to work 
with them. The first requisite in pro- 
moting cooperative harmony is to 
make the director feel that this is 
not an honorary degree of good fel- 
lowship conferred upon him, but that 
he has assumed a very responsible 
position on the bank’s staff. That 
not only are the depositors looking to 
him to devote the proper time and 
attention to the sworn duty of pro- 
tecting their deposits, but he has a 
very serious obligation to protect 
investments of shareholders as well. 
It is of supreme importance that the 
director feel he is an integral part of 
the bank’s organization. Doubtless 
many customers favor his institution 
solely because of his official associa- 
tion. 


@ In order to insure this cooperation 
on the part of our Board of Directors, 
they are kept informed of vital execu- 
tive decisions from day to day. Thus, 
they may assume a part of the re- 
sponsibility. Why should an exeeu- 
tive desire to assume, in full, respon- 
sibilities whieh rightfully warrant 
the careful consideration of more 
than one? 


On the other hand, we consider it 
our duty to each director, to furnish 
him with daily reports of loans made 
and paid; accounts opened, reopened, 
and closed ; and a daily statement of 
the bank’s condition. In addition to 
this, at every board meeting each 
individual is provided a typed sheet 
showing the different topies to be 
taken up and passed upon. After 
this business has been completed, the 
meeting is open for presentation of 
any subject by the'directors. Daily 
reports of loans made include almost 
complete information, such as date, 
number, whether new or renewal, 
maturity, whether or not the loan is 
supported by collateral, and the total 
line of borrower. 

As a result of this concise informa- 
tion placed in the directors’ hands, 
any knowledge pertinently affecting 


(Continued on page 423) 
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Business Manager Service— 


By ROBERT S. BEASLEY 


N EVERY community there are 
unfathomed opportunities for 
the rendering of new and spe- 
cialized types of bank services. 
These are services that, in the past, 
have received little or no attention, 
but that now loom in importance as 
possible sources of profits. 

One of these is the practical pos- 
sibility of developing what is known 
as a personal management service 
for individuals, capable of filling 
their every need—from the manage- 
ment of their real estate and other 
investments to the actual perform- 
ance of such personal services as the 
hiring of household servants, pur- 
chasing their automobiles and furni- 
ture, and liquidating their personal 
debts. 


® In effect, the bank undertaking 
such a highly comprehensive and 
specialized service becomes a bonded 
business manager, or corporate man- 
ager. It contracts to render the com- 
plete service to certain individuals, 
business men, professional men and 
women, and to others eager to secure 
a trustworthy, capable, and respon- 
sible personal management service 
at moderate cost. That there is a 


A New Trust Department Activity 


The vice president of the Beverly Hills (Cali- 
fornia) National Bank and Trust Co., describes 


a customer service which has 
worth-while profit-producer 


field for this new activity, and that 
the bank, with its staff of experts 
and specialized departments, is in a 
particularly favorable position to 
enter it, is well indicated by the 
experience of The Beverly Hills 
National Bank & Trust Company, 
where the novel plan is now in actual 
operation through its corps of trust 
personnel under the personal super- 
vision of George W. Davis, vice- 
president and trust officer. 

In a community like Beverly Hills, 
populated by highly paid motion 
picture stars and by retired business 
and professional men and women, 
the idea of personal management 
service has not been particularly 
new. However, the service has here- 
tofore been performed by a class of 
men and women known as ‘‘ business 
managers.’’ Many of the better 
known business managers, men and 
women of high character and ability, 
have performed a valuable service. 


Eight Points In Bonded Business Manager Service — 


1 The bank can offer a less 
expensive and more complete 
service than personal business 
managers can provide. 


2 The bank deposits high 
grade bonds with the state treas- 
urer as a guarantee of faithful 
performance. 


3 The bonded manager service 
develops from and benefits by the 
experience of already-existing 
bank departments. 
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4 All of the customer’s income 
is collected by the bank for de- 
posit. 

5 The bank prepares a budget 
to liquidate any standing indebt- 
edness, to meet current expenses, 
and to provide a margin for sav- 
ings and investments. 


6 The bank 


household help and cooperates in 


even engages 


such personal matters as car pur- 


become a 


Bank. 


in his 


However, in some instances the old 
system has been subject to abuses, 
such as the acceptance of ‘‘side 
profits’? and ‘‘seeret commissions.’’ 
One way to avoid the opportunities 
for such abuses was to institute a 
bonded business manager service, the 
bank depositing, with the Treasurer 
of the State of California, high grade 
bonds to guarantee the faithful per- 
formance of its management and 
trust duties. 


® Generally, the old type of business 
manager service has proven expen- 
sive to the business and professional 
people concerned. Furthermore, 
their many personal and _ business 
interests required skilled and highly 
specialized knowledge of accounting, 
tax matters, real estate and security 
investments, and many other difficult 
problems, that only very rarely can 
be capably handled by a single per- 
son. On the other hand, many of the 


chases and travel plans. 


7 All real estate is placed 
under the department’s manage- 
ment: Rehabilitation programs 
instituted where needed: ade- 
quate revenue sources developed: 
deeds, insurance, and taxes at- 


tended to. 


8 This service has the added 
advantage of attracting desirable 
clients to other bank services. 
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The author of this 
article (left), in 
conference with 
George W. Davis, 
trust officer, dis- 
cussing details of 
the novel bonded 
business manager 
service, which is 
under the personal 
supervision of 
Vice President 
Davis. 


in the 


successful men and women 
community have felt, and rightly, 
that to employ many experts in their 
respective fields to secure capable 
management services would impose 
a too burdensome expense. There 
was special need, therefore, of such 
extensive service being handled by 
the banking organization, which, 
with its staff of trained specialists 
and existing operating facilities, 
could materially reduce the cost to 
the client. 


@ It might be said, at this point, that 
the specialized management service 
gradually developed out of the 
bank’s other activities, the latter 
providing a background of experi- 
ence for the proper handling of a 
diversity of detail. First of all, as 
trustee for several defunct mortgage 
and building and loan companies, the 
bank had much valuable experience 
in the practical management of 
estates. In fact, prior to the inaugu- 
ration of the personal management 
service, this bank already had in 
successful operation a real estate 
management service of similar scope. 
The bank had added to its operating 
facilities to keep pace with new re- 
quirements, and was therefore in an 
excellent position to render a high 
type of personal management with 
the existing organization. 

The bank was in the fortunate 
position of having contacts with 
prospective clients among the regular 
bank customers, whose individual 
problems it understood and who, in 
turn, had implicit confidence in the 


bank’s ability to fulfill the bonded 
business management service to their 
satisfaction. Many of them had 
already come to us with specific prob- 
lems relating to trusts, real estate 
and securities, and for advice about 
strictly personal matters. 

Among these is a_ prominent 
motion picture star, whose weekly 
pay cheek runs into four figures. 
Perhaps a brief review of this man’s 
financial problems and the steps by 
which the bank solved them will 
serve as the most graphic illustra- 
tion of the possibilities in this new 
type of banking service. . 

With the customary easy-going 
attitude that characterizes many in 
his profession, he had become in- 
volved in personal indebtedness. He 
had invested heavily in stocks, real 
estate, automobiles, a radio, furni- 
ture, and other properties, with the 
inevitable result that the pressure 
applied to him from all sides began 
to effect his peace of mind and pro- 
fessional efficiency. 


@ A wide-awake teller was the first 
to notice the man’s predicament, 
from the brief conversations he had 
with him and from the check items 
that came through his department. 
At the first opportunity the teller 
conferred with an officer, with the 
suggestion that the depositor be con- 
taeted for the bonded business man- 
ager service. Today the aforesaid 
actor is again a contented individual, 
and I might add, is one of the best 
boosters for the service. 

He is particularly impressed by 
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the simplicity of the plan, as far as 
he personally, is concerned. His 
monthly check is deposited at our 
bank—the bank actually collects it 
for him for deposit. A bank officer 
drew up a budget for guidance in 
liquidating his indebtedness and in 
meeting his current business and per- 
sonal expenses, with a margin for 
savings and investments. The sums 
for such purposes are automatically 
deducted from his deposits. For the 
first time, this highly-paid profes- 
sional man can boast a substantial 
savings account. 


® Among other things the bank has 
prepared a budget for his house- 
hold—has even gone as far as engag- 
ing his valet and cook and arranging 
to pay for their services out of the 
budget. When he recently purchased 
a new automobile, an officer of the 
bank secured a favorable trade-in of 
the old car and looked after the 
details of the financing. On at least 
one veeasion, the bank outlined an 
itinerary for an extended vacation 
trip, securing his tickets and Pull- 
man reservations. All these minute 
details are part*of the personal man- 
agement services. A new type of 
banking service, indeed! 

The man had acquired real estate, 
some good, some bad, but all a source 
of grief to him, because of the mul- 
titudinous details requiring his con- 
stant attention. An _ experienced 
officer took the matter in hand. 
checking the titles, taxes, bonds, and 
assessments, and personally inspect- 


(Continued on page 426) 
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A Working Plan For Employee 


E RECOGNIZE that we 

\\/ have four types of employees. 

Consequently, our working 
plan for employee training was buiit 
to accommodate these four types. 

We divided these into groups. The 
first one included the employees of 
the trust department, investment de- 
partment, and the safe deposit 
department. This comprised about 
150 members. 

The second group was composed 
of employees of the commercial and 
Savings departments, contacting the 
public. There were about 140 in this 
group. 

The third group included those 
employees of the commercial and sav- 
ings departments, a considerable 
portion of whom contact the public. 

The fourth group was composed 
of those employees of the commercial 
and savings departments that did 
not contact the public in their work. 

Before starting our courses, we 
worked out objectives to be obtained 
and went over these carefully with 
officers and heads of departments. 


The Objectives 


The objectives finally agreed upon, 
were as follows: 


The training must show the per- 

sonnel the importance to the 
First National Bank and Trust Com- 
pany of rebuilding public confidence 
and proper regard and respect for 
banks and bankers. Each employee 
must recognize the importance of his 
enthusiastic acceptance of a part in 
this program. 


The training should improve the 
attitude toward the customer of 
the employee who contacts the public. 


With employee training now recognized as one 
of the most important personnel problems, this 
description of a successful plan used by the 
First National Bank and Trust Company of 
Minneapolis will be especially helpful. 


It must show the employee how his 
conduct can better hold present busi- 
ness and attract new and desirable 
business. 


Each employee must be im- 

pressed with the fact that han- 
dling the business of the customer in 
a courteous and friendly manner can 
greatly improve the bank’s position 
with the public and so the employee 
improves his own position and oppor- 
tunity for advancement and_in- 
creased salary. 


The course must lay the founda- 

tion for the building of a more 
alert, courteous, friendly, and loyal 
personnel. 


All employees must be sold on 
the necessity of conducting them- 
selves inside and outside the bank so 
that all their contacts with the public 
will be favorable to themselves and 


to the bank. 
¢) Employees must be encouraged 
to handle themselves in such a 
manner that the First National Bank 
and Trust Company will further 
improve its position and more and 
more come to be known as a friendly 
bank; a bank where the public likes 
to do business, particularly on ac- 
count of the interested and kindly 
attitude of the entire force; and a 
bank where a customer is treated the 
same as he would be treated as a 
guest in the home of an officer or 
employee. 


7 The personnel must be encour- 

aged, either through A. I. B. 
classes or through other educational 
arrangements, to better inform them- 


We naturally think of tellers as contacts with the - 


public. But—the duplicating machine operator, the 
bookkeeper, the transit clerk—every employee of 
the bank is making outside contacts every day. 
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selves on all subjects pertaining to 
In short, 
the personnel must be developed in 


the business of banking. 


ambition and studiousness. 
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Our courses were opened with a 
banquet at which the entire force of 
600 were addressed by Lyman E. 
Wakefield, president of the bank. 
Then a general outline of the pro- 
gram that was to soon begin was 
given by the officer in charge of all 
the meetings. 


Question Sheet 


Before the meetings themselves 
started, a sheet of instructions was 
sent to everyone in the bank with 
instructions to fill it out and return 
it before the first meeting. This 
sheet contained only three sugges- 
tions, as follows: 


1 Submit one question relative to 

the subject matter in the A. B. A. 
text on customer relations, or one 
question concerning banks or bank 
operation that you would like to 
have explained. 


Submit a criticism of banks or 

banking which has come to you 
from the public, and which is not 
easy to answer. 


3 Give at least one suggestion as 

to a good way to improve public 
or customer relations of the First 
National Bank and Trust Company. 


As a result of this questionnaire, 
876 questions, criticisms and sugges- 
tions were received. These were dis- 
cussed by the leaders at the different 
conferences. 


Consequently, it is essential that every employee be 
trained to make those contacts effectively. And 
since the type of contact varies in various depart- 
ments, the instruction is modified accordingly. 


Trust And Investment Program 


The program used by B. V. Moore, 
vice president, who conducted the 
class for the trust and investment 
section, was of course, particularly 
adapted to the work of those depart- 
ments. It consisted of nine meetings 
at which the following brief outline 
was used : 


An explanation of the whole 

program was made and informa- 
tion was given as to meetings of a 
similar nature that had been held in 
other cities. A great many questions 
were asked and answered. 


The history and development of 

the First Minneapolis Trust Com- 
pany; its aims at time of establish- 
ment; its accomplishments; its orig- 
inal policies as compared to its pres- 
ent policies ; how the present clientele 
has been established and what publie 
relations procedures have been fol- 
lowed. This talk was interspersed 
with many interesting and unusual 
experiences of officers of the trust 
department. 


3 Present methods of publicity 

and contacts with new customers 
—how the prospects are secured; 
how the accounts are closed ; methods 
of handling claims; what can be done 
to overcome objectionable features in 
the operation of the department; 
how each employee can help the 
others. 


4 An outline of what corporate 
trusteeship is; its benefits over 
private trusteeship ; the legal aspects 
of trust management; the pitfalls in 
loosely drawn wills and the dangers 
(Continued on page 422) 





Audit Your Management 
On These 41 Points 


ness with local customers, bank 

executives frequently neglect 
some important legal matters that are 
not likely to come to light as infrac- 
tions of the law until some uncertain 
future date. 

Even though examiners have for 
years pointed out neglects of this 
sort, an examiner seareely ever goes 
into a bank but what he finds some 
things, neglected or improperly done, 
that could be the basis for serious 
legal action. 

On several occasions, I have found 
it necessary to question the entire 
board of directors regarding their 
activities with respect to the banking 
laws. In several banks, every direc- 
tor admitted that he had never read 
the banking laws. 

The directors are the 
responsible officers. 


[ THE rush of the day’s busi- 


legally 
If they do not 


By H. A. WALSTRUM 


know what the law requires, it is to 
be expected that they are in danger 
of breaking the law—and they do 
break it, frequently. 

It is my suggestion, therefore, that 
any bank will be greatly benefitted 
if its president, or chairman of the 
board, or cashier, will take the time 
to cheek every item listed here. The 
bank may be saved considerable 
trouble in the future. 

As I mention each of the 41 items, 
[ will give what explanation is neces- 
sary. So I suggest that these num- 
bered items be used as a basis for 
getting the bank into as near perfect 
shape as possible before the next call 
of the examiner. 


1 The charter of the bank is the 
first thing that should be looked into. 
Read carefully from, first to last and 
make sure that all of its provisions 


One of the first things an examiner studies is the directors’ minute book, analyz- 
ing it carefully on the basis of many of the points in this article. 
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are being properly complied with. 
Make a note of the expiration date. 
If it is to expire soon, then action 
should be taken at once to bring 
about its renewal. 


Make sure, also, that the exact 
corporate name, as specified in the 
charter, is the one being used by the 
bank. It seems strange, but there 
have been many occasions in which 
the bank officers have been using a 
name that did not exactly correspond 
with the name of the charter. 


2 Examine the by-laws. Read 
them carefully. Have they ever been 
eriticized by the supervising author- 
ities? If so, have the criticisms been 
followed? If not, take the necessary 
steps at once to put the by-laws into 
the proper form. 


Have all of the changes in the by- 
laws been made according to law? 
Have all of the changes authorized 
in the minute book been properly 
recorded as a part of the by-laws? 


3 Do you have the exact number 
of directors called for by the by- 
laws? If you have more or less, then 
immediate action should be taken 
either to adjust the number of direc- 
tors elected, or to change the by-laws, 
according to the wishes of the stock- 
holders. 


4 Do you have a complete set of 
state or national bank laws (depend- 
ing on whether you have a state or 
national charter)? Have you read 
these carefully, and are you thor- 
oughly familiar with all of their 
provisions? If not, read them at 
once. It might be a good idea, in 
reading them, to underline certain 
words and phrases that will make it 
easy to check back on the provisions 
given in these laws. 
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Running a modern bank is a complex job. There 
are many seemingly small details, often neglected, 
that can have large legal significance. From his 
experience as an examiner, the author has listed 
here a number that are particularly important. 


® Have your directors read these 
laws? If not, make it the first order 
of business to secure copies of the 
laws so that each director may have 
a copy in his own hands. Urge him 
to read them. Take up part of a 
directors’ meeting, if necessary, to 
go over them. Point out the import- 
ant features. Make sure, not only 
while you are checking this list, but 
from month to month, that no provi- 
sions of the laws are being violated, 
and that all provisions are being ful- 
filled. 


We all realize, of course, that most 
banks are operated by directors who 
have had little, if any, special train- 
ing in the management of banks. 
That makes it difficult for them. But 
how much more difficult it is if they 
are not familiar with the laws, for 
banks are held strictly accountable 
to legal authorities and the directors 
personally are held accountable. 


The time may come when we will 
have professional directors, just as 
cashiers are professional bankers. 
They will have a special training and 
will be paid for their work and pos- 
sibly, spend all of their time on the 
job. But that time has not yet 
arrived and so, everything must be 
done to see to it that your directors 
are at least provided with laws. 


§ Go over the stock certificate 
book. Check the name of the bank 
as it appears on the stock certificates, 
and compare it with the charter. 
Are the names identical? 

I have found at least two cases in 
which the name on the stock certifi- 
cates did not correspond to the name 
on the charter. To correct the situa- 
tion was quite an expense, and it 
occasioned considerable doubt and 
confusion in the minds of stockhold- 
ers, So my advice is to take care of 


this difference, if there is a differ- 
ence, just as quickly as it is discov- 
ered. 

Balance the outstanding ecertifi- 
eates to see if they agree with the 
correct total. Balance the stock 
register book to make sure that this 
balance corresponds, and to make 
sure also that the correct names of 
the stockholders are shown, with their 
last known addresses. 


If your bank has gone through a 
reorganization or a consolidation, it 
may have record of fractional shares. 
These fractional shares should be 
eliminated just as soon as possible by 
persuading different stockholders to 
buy, or sell, their fractions of shares. 


6 Waivers, contributions, deferred 
certificates of deposits and so on. If 
you are operating under any of these 
causes of action, it might be well to 
check into all phases very carefully. 
See that the bank’s minute book 
properly reflects the resolutions 
passed, under which these various 
items have been authorized. See to 
it that copies of all of the printed 
forms or agreements are attached 
and that the entire matter has been 
earried out according to law. 

If any assets are trusteed or set 
aside, see to it that the proper record 
has been made in ink. I found such 
records made in pencil in one bank. 
There can be no excuse for such 
records. 

Make sure that the proper receipts 
have been made out and recorded for 
these items, and if you have items of 
this sort in sufficient volume, you 
ought to have a subsidiary ledger to 
properly record each one. 

If you have a quantity of loans 
that have been taken in as the result 
of a receivership or reorganization, 
these should be handled on a sepa- 
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rate ledger and in exactly the same 
way as your current loans. Every 
bit of information about them should 
be just as carefully recorded in the 
ledger as you would record them if 
these were new loans. You must 
remember that the bank must render 
a complete and legal accounting of 
all phases of handling such items. In 
one bank where a consolidation had 
taken place, I found about $75,000 
worth of assets that had not been 
properly handled by the recording 
of an agreement or resolution. The 
bank that had possession of these 
assets was actually using them with- 
out legal authority. 


7 Check up on the expiration date 
and the extensions on chattel mort- 
gages. I have found some mortgages 
of this kind extended in excess of 
the time fixed by law, which, of 
course, made the mortgages illegal 
and of no value whatever as secu- 
rities. 


8 Carefully check all deeds, mort- 
gages, trustee agreements, and so on, 
that are in the possession of the bank. 
Make sure that they are all in proper 
form, and that they afford the pro- 
tection to the bank that you think 
they do. If there is any doubt on 
any of them, have them examined by 
legal counsel. 


9 Check over the records refer- 
ring to the bank premises. Examine 
the deeds, the abstracts, and so on, 
to see that they are in proper form. 

In addition to this, be sure that 
you have in writing two appraisals 
to support the valuation carried on 
the bank’s statements. Examiners 
always give close attention to the 
valuation and usually scale down the 
figure if they think the appraisal has 
not been properly made and is not 
the unbiased judgment of the ap- 
praisers. In other words, examiners 
endeavor to prevent the writeup of 
the value of the bank’s premises, 
which has sometimes been done to 
cover up some losses. 

Also prepare a schedule of income 
and expense for the bank building. 
This schedule ought to show a return 
of from 6% to 10% on the invest- 
ment. 


10 Make sure that an inventory 
of furniture and fixtures has recently 
been made and that the prices are 
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Pursuant to call and written notice, the 


SPECIAL § ANNUAL 


, the 
DIRECTORS PRESENT 


on 


DIRECTORS ABSENT 


upon motion of 


Loans numbered from 


of __ 


to_ 


of __ 
Bond purchases for the month of __ 
seconded by 
Bond Sales for the month of_ 
seconded by 
The Cashier’s report for the month of 


_seconded by___ 


Be it Resolved: 
Be it Resolved: 


Be it Resolved: 


Whereas: 


Whereas: 


thereupon adjourned. 


Attest: 
Chairman 


Secretary’s Scratcher 
Record of Minutes 


REGULAR | MONTHLY ) Board of Directors ) 
§ Stockholders 


day of 


The minutes of the previous meeting were read and unanimously approved, 


_were approved, upon motion of 
Real Estate Loans numbered from____ 
were approved, upon motion of 
__approved upon motion of 


, Amounting to $__ 


; Amounting to $ 


There being no further business to be brought before the Board, the meeting 










held its 





f Meeting, at 







A.M. 
193 P.M. 


> at 






















seconded by_ 


___inclusive, made during the month 






_seconded by___ 


_to_________ made during the month 


___ seconded by____ 


approved upon motion of_ 


approved upon motion of 















































Secretary 


The author suggests the value of a scratcher sheet (a) to the secretary, in 
keeping a full record of the meeting’s progress, and (b) to the chairman, in 
planning and conducting the meeting. The scratcher, in form similar to the 


above, may be typewritten or mimeographed 


current values. The carrying figure 
on the statement, should of course, 
correspond to an unbiased inventory. 
If this figure is very large, an 
unbiased appraisal made by an out- 
sider may be necessary. 

11 Appraisals on all real estate 
other than the bank premises, made 
by two disinterested appraisers, 
should be available in writing for 
the examiner. 
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on ledger size sheets. 


If you have an item of ‘‘other real 
estate’’ that is not supported by ap- 
praisals, the examiner will either have 
to write this down materially or else 
require you to have a quick appraisal 
made. The best effect is made on the 
examiner when these appraisals, 
bearing fairly recent dates (that is, 
within a year) are ready for his 
examination when he arrives. 


12 Check your transactions with 

















customers to make sure that busi- 
ness with those in adjoining states, 
if any, is carried out strictly accord- 
ing to the laws of those states in 
which the customers live. This is 
especially important when you have 
accepted collateral such as mortgages 
on property located in other states. 
The homestead exemption laws differ 
in different states, and sometimes 
examiners find that mortgages which 
the banker thinks are adequate are 
actually worthless because of the 
homestead exemption laws in the 
state where the property is located. 


13 If you operate a trust depart- 
ment, make sure that the trusts, as 
set up, reflect the trust indenture 
exactly as provided for in the laws. 











14 Excess loans. Make sure that 
you know at all times what your 
legal lending limit is. Check up now 
to make sure that you have no loans 
that are in excess of the legal 
amounts. If you discover any that 
are in excess, take immediate action 
to adjust the situation to legal re- 
quirements. Far too often, a bank 
has gotten into difficulty because it 
did not make these necessary adjust- 
ments, even when told to do so by 
examiners, simply because it believed 
that its borrower was ‘‘good for’’ 
the amount. That is not the question 
at all. The question is: Are you 
complying with the law? 

Examiners, perhaps, have been far 
too lenient with boards of directors 
in this matter of legal requirements, 
but the chances are that this leniency 
will not continue. So, my advice is 
to be prepared for any eventualities 
by making sure that everything is 
done according to law. 







15 Safe keeping. Are your rec- 
ords of securities that have been left 
for safe keeping, right in every 
detail to protect your bank—as well 
as the customers who own the secu- 
rities? You should be absolutely 
positive on all points in this respect, 
for the bank assumes a serious liabil- 
ity in this part of its work. 

The receipts for such items should 
be made in triplicate, and the secu- 
rites should be under dual control 
so that no one person alone could 
make use of them. 


16 Examine your list of loans 
and discounts to make sure that you 
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have a good balance as to classes of 
borrowers, and that the amounts of 
loans are within the safety factor. 
As you know, the thing to avoid is 
a concentration of loans of one type. 


17 Make a careful check of all 
collateral to be sure that each item 
has been properly endorsed or as- 
signed and to make sure that all 
mortgages have been properly 
recorded. 


18 Examine the written authoriza- 
tions made by directors for loans and 
discounts, to make sure that it has 
been properly done. Also, be sure 
you have evidence that shows that 
the directors have been furnished 
with a list of new loans or renewals 
so that all directors are properly 
informed. 


19 If you have a discount com- 
mittee, make certain that you have 
records to show that they have held 
regular meetings, and that their 
actions have been legally recorded. 


20 If your bank has endorsed or 
guaranteed bonds of county or state 
officers, you have created a contin- 
gent liability. If an officer or direc- 
tor has done this, there is a liability 
that ought to be protected by bonds. 


21 =Make certain that you have a 
copy of the necessary resolutions of 
corporations to which your bank has 
made loans and that these resolutions 
are filed with the credit statements. 


22 = Also make sure that loans made 
to partnerships are supported by the 
proper declaration of partnerships 
in your possession. 


23 Interest on demand or time 
loans should be collected every six 
months, and the proper records made. 
In your audit of your own bank, one 
of the important things to do is to 
make sure that this interest has been 
collected and properly credited. 
Inasmuch as the collection of such 
interest is not considered to be a 
renewal of a loan, it is proper to 
have a new note made after each 
maturity. 


24 If you have a note protected by 
real estate security, be sure to have 


a notation, on the note itself, of any 
previously contracted debts that may 
be standing against the property. 


25 If you have any loans protected 
by real estate on which you have 
taken over the real estate, make cer- 
tain that the item has been trans- 
ferred to other real estate. 


26 If your bank owns any real 
estate or other assets that are not 
carried on the books of the bank, be 
sure that you have a subsidiary ledger 
properly set up to record such items 
for the purpose of control. 


27 = Check surety bonds very care- 
fully. Make sure that they properly 
protect the bank. Make sure that the 
directors have properly approved 
these bonds and that the record is 
spread on the minute book as 
required by law. 


28 Examine fire insurance policies 
on your bank premises and on furni- 
ture and fixtures. Be sure that they 
give the protection you need. 


29 Check such other insurance as 
burglary, holdup, forgery, safe de- 
posit box, safe keeping, registered 
mail, public liability, and so on, to 
make sure that you have the protec- 
tion you think you have or that you 
ought to have. 


30 Take steps to eliminate those 
who are in the habit of making over- 
drafts, and issue instructions to not 
allow overdrafts to anyone. There 
is no special harm in an occasional 
overdraft, but when such becomes a 
practice of a customer, it should be 
stopped at once. 


31 Be sure to keep a book record 
of ‘‘eash’’ items. When you are 
making this internal audit, examine 
such a book, if you already have one, 
to make sure that it has not been 
used in any way for the manipulation 
of funds. 


32 Check on your bookkeeping 
department to make sure that a daily 
statement is drawn from the general 
ledgers. 


33 Also check the accounting de- 
partment to make certain that there 
is a permanent reconcilement record. 
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34 Transfer small balances or 
dormant accounts to a dormant 
account ledger, and issue instruc- 
tions that withdrawals must be ap- 
proved by an officer, in order to give 
the officer an opportunity to make 
these accounts profitable to the bank 
or to get rid of them entirely. 


35 Check the records to make sure 
that all business for each calendar 
day is included in proper accounts 
for that day, and not for the day 
following. 


36 Check your note case with the 
discount register to make sure that 
the register contains the records of 
any notes. 


37 Check the books to make sure 
that there is a proper record of inter- 
est received and interest paid. 


38 Check your methods of keeping 
records of certificates of deposit, 
certified checks, cashiers’ checks, and 
other official checks. Also make cer- 
tain that such checks have been prop- 
erly cancelled after return and have 
been filed, and that proper receipts 
have been obtained and filed for can- 
celled certified checks that have been 
returned to customers. Examine the 
records of the safe deposit depart- 
ment and check them against the 
laws governing this part of the bank’s 
work, to make sure that everything 
is being done legally and in such a 
way as to avoid unnecessary liability 
on the part of your bank. 


39 Examine the accounts of gov- 
ernmental bodies, and if their profit- 
ability does not appear at a glance, 
have the accounts analyzed to dis- 
cover if they are profitable. If they 
are not profitable, then take steps at 
once to put them on a profit making 
basis, either by changing the methods 
of deposits and balance, or by making 
a service charge. Also make sure that 
heavy withdrawals from one of these 
accounts will not embarrass the bank 
in any way. 


40 If you have “‘secured deposits’”’ 
of any kind, check to be sure that 
they are properly secured, so as not 
to prove a detriment to other deposi- 
tors. 


(Continued on page 440) 





Banking Is A Profession As 
Well As A Business 


By HY W. 


HAT article, ‘‘Banking is a 

Business—not a Profession’’, 

by R. E. Porter, in the April 
issue of Rand MNally Bankers 
Monthly, raises a lot of argument in 
the minds of those who watched 
some of the ‘‘business bankers’’ per- 
form during the boom era which 
preceded the financial crisis. The 
ex-wholesalers, ex-manufacturers, 
and ex-other-lines, who came into 
banking during those years, pro- 
vided far too many of the melan- 
choly spectacles witnessed when the 
day of reckoning came and stresses 
developed—stresses that broke many 
institutions that had been built 
speedily and as money-makers, 
rather than as safe depositories for 
other peoples’ money. 


After all, no argument ean be 
sustained unless there is a mutual 
understanding of the meaning of 
the terms employed. Mr. Porter 
fortunately leaves us in no doubt as 
to what he means by ‘‘professional’’. 
He speaks of a bank as follows: ‘‘It 
would not go after business. Its 
trust department would not use ear- 
bon paper. It would not employ 
youngsters unless they were in the 
social register. It would not part 
with an incompetent man unless he 
died or defaulted.’’ Further on, we 
notice: ‘‘The business banker tries 
to learn, the professional banker 
feels qualified to instruct. The busi- 
ness banker asks you for your 
business, the professional banker too 
often sits waiting for you to apply 
for his advice’’. 


So far as these hints set up a smug 
and self-satisfied autocrat, there can 
be no difference of opinion. The 
sooner he is debunked, the better for 
all concerned. But there is just one 
point in which an interpretation of 
the word ‘‘professional’’ becomes so 
desperately important that all other 
arguments about it sink into insig- 
nificance. It is this: The banker 
who begins to set profits before 
safety is a menace to society and may 
ruin not only himself, but his neigh- 
bor bankers too. 


That is the one and only argument 
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for a professional ideal in the bank- 
ing business. 

Now business, as the term is com- 
monly understood, is run for profit. 
Executives learn to analyze every 
possible angle to see that no oppor- 
tunity to increase earnings is missed, 
no opportunity to reduce expenses 
neglected. True, a business may 
spend a great deal of money on wel- 
fare work for its employees, on 
research that has no immediate 
benefits, or on building up goodwill 
in the publie through efforts that 
will not bear fruit for a long time. 
But in the last analysis this is 
enlightened self-interest. It would 
not be done with a merely moral or 
ethical motive. Business may volun- 
tarily increase wages or reduce 
prices, actions that apparently re- 
duee earnings, but such actions have 
been shown by experience to result 
in greater profits in the long run. 

On the other hand, the banker is 
constantly called upon to analyze 
transactions from a different angle. 
His problem is to pick loans and in- 
vestments that are safe. If they 
prove to be profitable, so much the 
better—but they must be safe, with- 
in fairly well-defined limits dictated 
by practical experience. Anyone 
who has listened to the discussions 
in a directors’ meeting of a bank will 
recognize the clash that so often 
oceurs. One director, a business 
man, with an eye to the profit and 
loss account, will be wondering how 
the bank is going to earn its divi- 
dends if so many loans are declined, 
if all bonds purchased are of such 
high-grade quality that the yields 
are close down to the vanishing 
point. If the bank executives have 
been well enough trained in the 
banking ‘‘profession’’, they will be 
able to convinee the objector and 
overcome the suggestion—and they 
will keep the bank in a sound and 
safe condition, even if the earnings 
suffer and dividends have to be 
reduced. 

If we had had more bankers of 
this type during the past fifteen 
years, a great deal of suffering would 
have been avoided. 


Dividends Declared In Advance 


For the second time, the Mercan- 
tile-Commerce Bank and Trust Com- 
pany of St. Louis, Mo., has declared 
its dividends for the year in advance. 
The dividend requirements for the 
year are set aside at the beginning 
of the year out of current earnings, 
after the usual reserves for taxes 
and interest. Earnings during the 
current year are then added to the 
undivided profit account. In this 
way, the bank is not making any 
dividend plans until the money is 
actually in hand as the result of 
accumulated profit. 


Loan Officers Look Over Checks 


Much valuable information is con- 
tained in the paid checks of a com- 
mercial account. If a loan officer 
looks them over before they go out 
to the customer at the end of the 
month he ean often come across use- 
ful hints. Payment of interest may 
indieate a liability not ineluded in 
the statement of a borrower. Pay- 
ments to partners may indicate ex- 
cessive drawings. Payments ‘‘on 
account’’ may indicate slow liquida- 
tion of current liabilities. On the 
other hand payments to the leading 
names in the trade may show that 
they retain their credit standing 
with those best qualified to judge 
matters in the same line of business. 

—H. W. S. 


Ribbon Economy 


A Kentucky banker asks if it will 
pay to re-ink typewriter ribbons. 
The expert advice of ribbon manu- 
facturers and ink manufacturers is 
that it will not pay. It can be done, 
but by the time a typewriter ribbon 
has been used until the ink is gone, 
the fabric of the ribbon has been so 
badly damaged that it will not hold 
new ink properly. The resulting 
typewritten matter will be smeary 
and unsatisfactory. 


There is no good exeuse for obso- 
lete inventories these days. Any 
merchant or manufacturer who has 
obsolete goods ineluded in the inven- 
tory should be forced to sell them for 
junk if they cannot be sold in any 
other way. It is better to have a little 
eash out of it than none at all. 
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Increased Use Of Machines 


Took Care Of 15% Increased Activity 
Without Increased Charges 


By ALVIN J. VOGEL 


NTIL 1929 we had flat service 
| | charges. About that time we 

started cost analyses. As a 
result of these analyses, we saw 
where certain operating features 
were being maintained at too great 
a relative cost. 

Through improvements in our 
operations and in the flexibility of 
those operations, we have been able 
to reduce this cost and to take care 
of a 15% increase in activity with- 
out increasing our force or our 
analysis charges. 

One of the first things we learned 
was to use our machines more. We 
found that we had many machines 
which were lying idle the greater 
part of the day. Now, any good 
bank should know that it is unsound 
business to let money be idle. Yet 
here we were, letting these machines 
—which represent capital—lie idle 
many hours each day. 

We learned not only to use our 
machines more, but to use them more 
efficiently. Our cost analysis shows 
that 42% of the total activity of the 
entire distribution department cen- 
ters in the large active accounts. 
Since a straight listing on one sheet 


This monthly account analysis sheet shows the 


The manager of the distribution department of 
the Lake Shore Trust & Saving Bank, (Chicago) 


describes the results from the application of 


efficiency methods to account 


can be posted faster than on a num- 
ber of separate sheets, we decided to 
concentrate our large activity 
accounts on a separate ledger. On 


analysis. 


such accounts, where the activity 
warrants, we use a fold-over sheet 
where the checks are straight listed 
on an adding machine, and only the 


Account Analysis 


__ Month of 











Average Daily Balance 


TT dereT 





Less Average Daily Uncollected Funds 





Net Available Balance 





Less 1&4 Cash Reserve 





___Net Loanable Balance __ 
__ INCOME 





_ Interest on Loanable Funds @ 3% 


_Exchange Charged 


Misc. Income 





Total Income 


___ EXPENSE 


tax 


/3 @ 1«¢ 


Transit !tems 





_ Clearing Items Per Item 


Per tem 














Checks on Us Per Item 


32 ax 





43 @s 


Deposit Tickets Per Item 








Currency Deposited J60@ 30 Per M 





Investment Cost $ Per M 





Account Cost 








Misc. 








_ Total Expense 


Net Income _ 











Required Profit 42 of 1% of Required Collected Balance 


_Excess 


Deficit 





REMARKS 


customer exactly how the charges on his account 
have been computed. The sheet is folded length- 
wise, to be enclosed with cancelled checks. 
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1 Large 
entire department activity) are 
concentrated in one ledger. 


of 


accounts 


(42% 


2 Head bookkeeper posts dur- 
ing spare time the checks for each 
large account, at % cent per item 
lower cost than by the old plan. 


3 Analysis and exchange post- 
ing is done by bookkeepers, 
on an extra stub, simultaneously 
while posting the statement 
credits. 


4 Bookkeeping machines were 
rebuilt to post analysis and ex- 
change, along with statement 
posting, on an extra stub attached 
to the statement. 


- 


5 Float and clearings are post- 


totals charged to the account. The 
duplicate sheet accompanies the can- 
celled checks, and the original is kept 
for our record. 

A relief bookkeeper from the proof 
department posts the statements the 
following morning. Another advan- 
tage is that this posting can be done 
by the head bookkeeper in his spare 
time, in connection with his other 
duties. This method, we found, 
enabled us to handle these checks 
one-half cent per item cheaper than 
under the old plan. Since adopting 
this system, five years ago, we have 
had many inquiries as to its work- 
ings, and a number of banks now 
use this plan. 


@ The first of the year, we had the 
bookkeeping machines rebuilt, so 
that the bookkeepers could post all 
the analysis detail on an extra stub 
to the right of the statement sheet. 
Formerly the analysis posting was 
done by hand, by two clerks, and the 
exchange charges were posted daily 
by the various tellers. The book- 
keeper now does this posting at the 
time she posts the credits on the 
statements. When she has pulled the 
total on the statement for the final 
balance, the machine non-adds in 
the detailed analysis columns. On 
the first analysis operation the key- 
board is split so that she uses the 
first three digits for the number of 
clearing items. This will take her up 
to 999 on the keyboard, and the next 
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15 Points In This Bank’s Analysis Operations 


ed in one operation; currency, 
transit items, and exchange 
charges in a second. 


6 These two extra operations 
take only about 20 minutes extra 
per day per bookkeeper. 


7 At the month-end, this stub 
is cut off. and used to figure 
analysis charges. 


8 This method eliminates the 
need of taking credits from the 
department. 


9 Activity and exchange post- 
ings are kept up-to-date daily. 


10 To eliminate bookkeeping 
delays, the proof department 
counts credit items when checking 
for endorsement and exchange. 


three digits, for the float, up to 
999,000. These two items are, 
therefore, listed on the first oper- 
ation. The machine then moves over, 
and the first three digits, the second 
three digits, and the third three 
digits are used for posting of the 
currency, number of transit items, 
and exchange charges. At the end of 
the month, when the cancelled checks 
are put up, the stubs are cut off and 
from these the analysis charges are 
made out. 


® In checking up at the end of the 
first three months of operation, we 
found that it has taken each book- 
keeper only approximately 20 min- 
utes longer each day for this addi- 
tional operation. 

Other advantages in this method 
are apparent. It eliminates the 
necessity of taking credits out of the 
department. The postings are al- 
ways up-to-date. If, for instance, an 
officer wishes to discuss an account 
with a customer he can immediately, 
at any time—even in the middle of 
the month—get the statement with 
the activity up-to-date. Exchange 
charges are also kept up to the 
minute by this method. Thus, when 
a customer wishes to close his 
account, his exact status is at hand. 

In order to speed up the posting 
on the part of the bookkeepers, the 
proof department, when checking in 
the deposits for endorsements and 
exchange charges, also counts the 












11 Charges are reduced for 
customers with quantities of 
money orders by handling them 
as one item (with a tape list). 

12 Any errors found by the 
post office are charged to the bank 
and, in turn, to the customer. 

13. The bank’s A. B. A. number 
is on the post office receipt stamp, 
obviating endorsement of these 
checks with the bank’s clearing 
house stamp. 


14 Prospective new accounts 
are analyzed before they are ac- 
cepted, to show the customer the 
most economical way of handling. 

15 Each customer’s monthly 
charges are itemized in non-tech- 
nical language on special sheets. 





items on the credits. This does away 
with the need for the bookkeeper 
stopping to count the items on the 
deposit when she posts. 

We make every effort to assist a 
customer to reduce the activity on 
his account, thereby effecting a re- 
duction of his charges. Such reduc- 
tions can usually be devised for 
customers with a _ tremendous 
amount of money orders. In such 
cases we suggest that the money 
orders be sent in to us with a tape 
list on them, so that we can handle 
them as only one item, thus elimi- 
nating proof of all these items. If 
an error is found by the postoffice 
in any of these packages, the post- 
office charges our account and we, in 
turn, charge the customer. Further 
saving of time is brought about in 
another way. The postoffice receipt 
stamp has our A. B. A. number on 
it, and thus we do not need to 
endorse these checks with our clear- 
ing house stamp. 


® In dealing with a prospective com- 
mercial customer, the officer who 
makes the contact explains that be- 
fore opening up the account the 
bank will analyze it, so the customer 
will see exactly what his account 
will cost us to handle and what our 
resulting charges to him will be. If 
our analysis shows that this cost is 
so high, proportionately, that it 
would be too heavy for the customer, 
we may suggest that he can reduce 
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The Workroom 
On The 


Cover 


The distribution department 
of the Lake Shore Trust and 
Savings Bank has become, 
during the last few years, 
one of the most outstanding 
and efficient operating de- 
partments in the country. 
One of the important factors 
in this consistent high stand- 
ard has been the constant 
search for new time-saving 
operating methods through 
the more efficient use of me- 
chanical equipment. 


WwW 


his costs by increasing his balance, 
or, if that cannot be done, by reduc- 
his activity by some other means, 
such as paying twice a month instead 
of every week, thus reducing the 
number of checks and, consequently, 
the cost. Customers whose accounts 
are handled on this basis are given 
statements which show them exactly 
how our charges are determined, in 
order to avoid misunderstanding. 


@ For this purpose, we have printed 
sheets with the proper itemizations, 
issued monthly. These are worded 
so as to avoid technicalities which 
might confuse the customer. The 
first item on this account analysis 
is the customer’s average daily bal- 
ance. In arriving at his balance, we 
subtract from his daily balance the 
second item which is listed as ‘‘ Less 
Average Daily Uncollected Funds,”’ 
or, in other words, the float, or de- 
posit checks which cannot be col- 
lected immediately. Our surveys 
show that 70% of these uncollected 
funds are on this federal reserve dis- 
trict, and that four days is a fair 
average for uncollected funds, and 
one day on New York and Chicago. 
Subtracting this float from the aver- 
age daily balance, we get the net 
available balance for the customer. 
Eighteen per cent of this is then 
deducted for the cash reserve, and 
this leaves the net loanable bal- 


ance. Supposing that the account 
has an average daily balance of 
$1,218, this section of the analysis 
would be presented to the customer 
in the following manner: 


Average Daily Balance 

Less Average Daily Uncol- 
lected Funds 

Net Available Balance 

Less 18% Cash Reserve 


Net Loanable Balance 


We now come to the analysis of 
what income the bank may have on 
this account. Using a 3% rate in 
computing the income derived from 
the investment of the loanable funds 
on $906.00 gives us an income of 
$2.26. With 15¢ charged for ex- 
change, we have a total income on 
the account of $2.41. The second 
section of this account analysis, 
therefore, reads like this: 


INCOME 
Interest on Loanable Funds 


Exchange Charged 
Miscellaneous Income 


Total Income 


® The foregoing represents the in- 
come, but not the net income, for 
before this may be computed we have 
to itemize the various expenses in- 
curred in handling the account, such 
as the cost of taking care of the 
transit items, clearing items, and so 
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on. Two cents covers our costs in 
handling each transit item, and 114¢ 
is the cost per clearing item. Checks 
drawn on us cost us 3¢ each, except 
for the large activity accounts where 
the listing can be posted on one 
sheet, as previously described. Since 
this method reduces costs 14¢, such 
eustomers are charged only 2%¢ 
instead of the usual 3¢ per check. 
Deposit tickets cost 5¢ per item, and 
currency deposited amounts to 30¢ 
per $1,000. Let us suppose that this 
imaginary depositor has had during 
the month 1 transit item, 13 clearing 
items, 32 checks on us, 13 deposit 
tickets and $960 in currency deposits. 
Our expenses would then be listed 
on his account analysis as follows: 


EXPENSE 

Transit Items. 1@ 2¢ 
Clearing 

ROS é6 0 13 @ 1%¢ Per Item .% 
Checks on Us.. 32@3¢ Perltem. 
Deposit 

Tickets .... 
Currency 

Deposited 
Investment 


Per Item . 


13 @5¢ Per Item .6: 


..960 @ 30 PerM 


Per M 
pe rn ee .60 
Miscellaneous 


SOs BNO Fsccacaansains $2.75 


Since our total income from this 
account is only $2.41 and our ex- 
pense in handling it comes to $2.72, 


(Continued on page 431) 
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Purchasing Is Only 
Halt The Job 


The other half—and equally important—accord- 
ing to the purchasing officer of The First 
National Bank of Louisville, Ky., is the intelli- 
gent conservation of supplies and equipment. 


O RUN the City Hall in Chicago 
|" she ran her kitchen—that 

was the platform on which a 
woman politician of the nation’s 
second city made her campaign this 
spring for nomination for mayor. 
That the voters did not respond to 
her program is no reflection on its 
common sense. It might well apply 
to the job of handling a bank’s sup- 
plies, for in that, as I see it, there are 
needed a number of the qualifications 
required in successful housekeeping. 


@ The member of the bank’s staff 
with the responsibility of providing 
supplies, as in other business organ- 
izations, too, is generally called the 
purchasing agent. Such is the case 
here at the First National Bank and 
the Kentucky Title Trust Company, 
of Louisville. It is true that the 
purchasing agent’s function of buy- 
ing to advantage is important. But 
it is no more the more important of 

the two functions, which I shall 
~ aseribe to him here in this brief dis- 
cussion, than buying the supplies for 
the kitchen is the overshadowing 
function of the efficient housekeeper. 
Her operations in the kitchen (for I 
limit her activities to that depart- 
ment so as not to make this discussion 
too involved) after the housewife 
returns from the market with her 
basket filled—those testify more con- 
vineingly as to her ability as an effi- 
cient manager of the household. 

If she is wasteful, she may buy to 
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By WALTER DISTELHORST 


ever such good advantage, but the 
budget simply will not stay balanced. 

I am sure I have said enough about 
the bank purchasing job in compari- 
son with housekeeping to establish 
the point I wish to make. 

In only one bank out of three, with 
whose purchasing procedure I am 
familiar, are printing and similar 
supplies kept in cupboards behind 
closed doors. There all manner of 
forms, more especially the large ones, 
whether wrapped or unwrapped, are 
protected from dirt and dust. In the 
average stockroom, packages as they 
come from the printer are torn open, 
needed sheets removed, and the rest 
left exposed. By the time the next 
supply is needed, several of the top 
sheets are too soiled to be used, so 
they are thrown away. That happens 
again and again, before the supply 
is completely used. 


@® To guard against this waste, I 
stipulate in my _ purchases that 
printers deliver forms in inexpen- 
sive pasteboard boxes instead of 
wrapped. These boxes are kept cov- 
ered on the shelves of the stockroom, 
thus keeping forms clean; and these 
boxes can be used over and over 
again. In the ease of large forms 
there may be an extra charge for 
these special containers, but the sav- 
ing they effect is more than worth 
the expense. 

Automatic ink-wells are costly. A 
teller will call on the stock-clerk for 


a new one when some small replace- 
ment, like a cork or rubber washer, 
will put his old one in first-class con- 
dition. Other salvaging practices 
will help hold expenses down. Don’t 
throw away ring or post binders 
even when forms are changed: next 
week somebody else may ask for just 
the binder that has been discarded. 
Worn waste baskets, damaged desk- 
trays, bases for calendar pads, used 
rulers and much else that is cast 
aside may well be saved and used 
again, with a little repairing or clean- 
ing. 


@ I have just been agreeably sur- 
prised over the appearance of an old 
desk which looked as though it might 
soon go into the discard, after an 





‘‘Housekeeping”’ In The 


1 All supplies are kept in cup- 
boards with closed doors. 


2 Forms are delivered by the 
printer (and kept) in pasteboard 
boxes, instead of paper-wrapped. 


3 Equipment and machines are 
kept in longer use by intelligent 
reconditioning and replacement 
of parts. 


4 Any tendency to over-buy is 
avoided, as stock becomes shop- 
worn and forms are sometimes 
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Records play no small part in this bank’s 
systems must be kept simple to be effective, 


experienced furniture polisher did a 
$10 job on it. 

In the matter of buying, there is 
often the temptation to overbuy in 
an effort to benefit from a quantity 
price. What with bookkeeping by 
photography, and the introduction 
of many other new mechanical de- 
vices to improve operations, forms 
you thought were standardized today 
often have to be junked tomorrow. 
Moreover, stock too long in the sup- 
ply room becomes shelf-worn and 
time-stained, and then you can no 
longer use it anyway. So it is better 
to buy only to meet reasonable 
future needs, even if the price is a 
little higher. 

The purchases for a half dozen 
companies are centralized in my 


Purchasing Department 


unexpectedly changed. 


5 All purchases are keyed to 
an index numbering system. 


6 Purchases are listed on index 
caras. 

7 Agreements on prices, dis- 
counts and so on, are also filed. 


8 Orders are written in dupli- 
cate, the carbon remaining in the 
bank to be marked on receipt of 
goods and with dates of invoice 
and payment. 


purchasing department. But—the 
the purchasing officer warns. 


office, and the forms are perhaps 
more numerous in my department 
for that reason than in the average 
purchasing department in the bank. 
In order to become familiar with 
them, I introduced a new number- 
ing system at the midyear. Not 
wishing to disturb the previous prac- 
tice too radically, I gave No. 1 to the 
first department making a _ requisi- 
tion for new supplies after July 1, 
and No. 1 for its first form; after 
that I used the quantity and the 
printer’s initials, and the month and 
the year, for example: 6-4 3M GPC 
7-34. A file and an index enable me 
to keep track of them all now with- 
out confusion and add to my series 
in an orderly manner. 


® My control system is simple 
enough. All purchases of a certain 
form are listed on a 4x6 white ruled 
eard, to keep a running record of 
price changes, if any. This file in 
two covered trays is continually be- 
fore me on my desk. A similar card 
is also used for the quantity pur- 
chases, like checks and pass-books, 
which the printer keeps in stock for 
overprinting, and on it are listed the 
withdrawals as they are made, so 
that there is at hand a constant run- 
ning inventory as to quantities in 
stock. 

Purchases by prepaid coupons, 
agreements as to prices, quantity dis- 
counts, and so on, are kept in the 
same file under another index. 
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All orders are given on a num- 
bered order form, printed in dupli- 
eate, and as goods are received this 
fact is noted on the duplicate sheet, 
left in the book, also date of invoice 
and a check to indicate payment. As 
the prices paid are transferred every 
month to the eard file, this is also 
indicated on the duplicate in the 
order book, there being one such 
book with a different numbering 
series for each company. 


@ When the stock runs low, the clerk 
sends up a requisition, which is re- 
turned with the necessary purchase 
memoranda to charge supplies 
against the respective departments 
as they are withdrawn. This slip 
she also checks against the invoice 
when the shipment is received. The 
invoices in turn come to the purchas- 
ing agent who on the 10th of the 
month, following his okays for pay- 
ment, sends them to the auditing 
department to have expense vouchers 
mailed out. 

The same slip is sent to the stock 
elerk to notify her of purchases not 
made for the stockroom on her 
requisition, so that she can deliver 
such supplies to the department 
required, in ease of a rush order. 

There are other and more elabor- 
ate systems of keeping track of pur- 
chases but this simple one has been 
found adequate here. If we can do 
as well as one housekeeper I know 
we shall be satisfied. 


There are farmers and business 
men in every community who make 
profits each year, regardless of 
weather or business conditions. They 
are the safe risks. When they bor- 
row from the bank, they pay their 
notes promptly out of current earn- 
ings. 


Just because bookkeeping is a 
routine operation, do not neglect 
the development of any creative 
ability you may have in your make- 
up, for it is creative ability that 
moves us ahead in banking. 


One investment advisor is not 
enough—you need at least two, so 
that you can compare the advice of 
one with that of the other. 


Mistakes are more serious in bank- 
ing than in any other kind of busi- 
ness. 
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wondered why they had to do 
all of the promotion work for 
the bank without help from anyone 
else. My theory is that it is not 
necessary. We have our employees, 
we have our directors, and we have 
our stockholders. They are all direct- 
ly interested in the success of the 
bank, and we have a right to expect 
help from every one of them. 


Given of my banker friends have 


Because it has not been common 
practice for stockholders to be 
assigned definite jobs, they have not 
expected to be asked to do anything. 
But we have proved, over a period 
of years, that stockholders can be 
valuable, and will do very helpful 
things for the bank if they are prop- 
erly encouraged. 


@ Without a doubt, the good-will of 
every one in the community is one 
of the most important assets a bank 
ean have. The big job, therefore, is 
to create and maintain that good-will. 


For one man to attempt to do this 
alone is unwise, although the head of 
every bank ought to do all of this 
that he possibly can. He is handi- 
capped sametimes, however, because 
if he shows too much good-will toward 
certain people, he may be put in a 
difficult position when those people 
apply for loans. Consequently, we 
have found it important to encour- 
age everyone connected with the 
bank to do everything they can to 
promote good-will for the institution. 


Our employees are trained in this, 
and very often we find a bookkeeper, 
who does not come in contact with 
people in the bank, has said some 
valuable thing to people of the town, 
while outside of the bank. As a 
matter of fact, that bookkeeper is 
going to talk whether he is trained 
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We Get Stockholders’ Help 


By Keeping Them Informed 


or not, and if we do not train him 
as to what is the proper thing to say 
to people who make remarks about 
banks, he may say the wrong thing. 
The effect may be just the opposite 
to what we want. 


Our employees are trained by per- 
sonal contact at frequent intervals, 
including both individual contact 
and meetings which we hold from 
time to time. 


® Our directors are trained in two 
ways, also. The matter of good-will 
is discussed at directors’ meetings, 
and specific cases of individuals who 
need to be contacted by directors are 
brought up. In addition to that, the 
daily visit of these directors to the 
bank in conducting their own busi- 
ness with our institution, offers an 
opportunity for making definite re- 
quests of individual directors to see 
certain people and do certain things. 

Our stockholders, however, are 
not in as close touch with us as the 
other two groups, and so we have 
had to use an additional method 


By J. W. DUNEGAN 


with them. We, of course, speak to 
them whenever they are in the bank 
and try to think of something that 
they may do, either specifically or in 
general, but in addition to that, we 
have used for several years, a method 
which business houses eall, ‘‘ direct 
mail contact’’. At least four times 
a year a letter signed by the presi- 
dent is directed to every stockholder. 


These letters are commonly sent 
along with the dividend checks. We 
usually begin the letter by referring 
to the dividend check. For example, 
one letter began this way: ‘‘As we 
enclose your two and one-half per- 
cent dividend check for the second 
quarter, may we take the opportu- 
nity to make an important request 
of you and your fellow-shareholders 
—the owners of this bank? 


® ‘It is not a new request, but it is 
one which has unusual importance 
and significance at this time. Will 
you—starting today—join your of- 
ficers and directors in an active per- 
sonal campaign to get new and 





How This Bank Builds Good-will 


1 The creation of good-will is 
a cooperative job—everyone con- 
nected with the bank is given a 
part in the program. 


2 Employees and directors are 
trained by personal contact with 
officers and in meetings. 


3 Stockholders are kept loyal 
to their bank largely through 
direct mail contacts. 


4 Messages from the president 
accompany all dividend checks. 





5 These letters reflect a spirit 
of optimism and give information 
about the bank and its work, with 
additional specific suggestions for 
stockholder cooperation. 


6 The stockholders have been 
the “front line” in spreading 
banking education ard maintain- 
ing confidence throughout the 
community. 


7 However, such a program of 
stockholder contact must be con- 
tinuous, year after year. 
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Because many banks have neglected to use their 
stockholders, this plan of getting real help from the 
owners of the bank is especially helpful. It embodies 
the many years experience of the president of the 
First National Bank of Stevens Point, Wisconsin. 


desirable business for your bank 
from which your dividend checks 
come ?’’ 


@ We try to make these letters reflect 
a spirit of optimism and determina- 
tion, and at the same time, we try to 
convey information to our stock- 
holders which, we believe, is the best 
inspiration we can give. This same 
letter continued as follows: 


‘The growth of your bank does 
not depend, and it never has de- 
pended, solely upon favorable out- 
side conditions. Far more important 
is the spirit of cooperation inside 
of it. As a shareholder, you are one 
of these interested ‘insiders’. You 
have friends. You have influence. 
You have eyes and ears and a voice 
that can be used directly and in- 
directly to the advantage of your 
bank and yourself. 

‘“We are especially anxious to 
record a substantial increase in our 
deposits in the coming months, and 
we naturally turn first to our share- 
holders to help us make this increase. 
As a shareholder, you are financially 
interested in the growth of your 
bank, and, as one of its real owners, 
you have a recognized responsibility 
to promote this growth in every way 
you can. 

**Let us prove to ourselves and to 
everyone, that this is a growing 
bank—not by reason of especially 
favorable territory around it—but 
because of the live, energetic share- 
holders behind it, who are working 
together for its growth and success.’’ 

In some letters, we were a little 
more specific. For example, one let- 
ter had the following paragraph: 

‘*Your influence is of more import- 
ance than your investment. You can 
make this influence felt in various 
ways. Getting new accounts is but 


one of these many ways. Whenever 
you correct the misunderstanding of 
a present customer who might other- 
wise have been lost to your bank; 
whenever by word or deed you help 
to ereate a favorable impression of 
your bank, you have used your in- 
fluence to equally good purpose.”’ 
In another letter, we tried to make 
the shareholders feel their import- 
ance with the following paragraph: 


**The real strength of a bank is its 
list of shareholders—You can help— 
it is obviously to your advantage to 
use and recommend our service. You 
have an opportunity which seldom 
comes with the purchase of stock in 
corporations of other kinds. 


@ ‘‘The idea and ideal behind it all 
is that we hope our shareholders will 
cooperate with us by doing certain 
very definite things: By doing all 
of your own banking business with 
your bank and by urging your rela- 
tives and friends to do likewise; also 
business firms, lodges, clubs, and 
ehurches with which you may have 
connections; and by letting us know 
about new firms and individuals and 
other sources of new business. 

‘*Your bank exerts a powerful in- 
fluence for community stability and 
prosperity. Consequently any part 
which you are able to take in extend- 
ing and increasing this influence, is 
a personal contribution to public 
good that pays its direct reward to 
you in unbroken succession of share- 
holder dividend checks.”’ 

In another letter, we reported on 
the faith of the directors and officers 
in the following paragraph: 

**Is the future of your bank worth 
working for? Will tomorrow show 
it still stronger, serving more people 
and a wider territory? Your officers 
and directors think so, and we are 
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This is “Jim” Dunegan himself. Following 
publication of the article about his 
lending policy om page 284 of the May 
issue, some of his friends asked him how 
he had suddenly aged as the picture on 
page 285 would indicate. That wasn’t 
Jim’s picture on page 285 and he isn’t 
an old man, as you can see from his 
portrait here. But he has had a world of 
experience in building Stevens Point, Wis- 
consin, its many thriving industries, and 
the First National Bank with its many 
loyal supporters. If you ever have a 
chance to meet Jim Dunegan face to face, 
by all means talk with him, for he will 
fill you with ideas and enthusiasm that 
will help make your own bank more 
profitable. 


—The Editor 


backing our faith with every ounce 
of energy and enthusiasm we possess. 
We want your cooperation; we can 
get big results, with every share- 
holder helping just a little. Resolve 
to do your share for your bank.’’ 


@ We have secured results by this 
method. Our stockholders were a 
wonderful help at the time when so 
many people were wondering about 
the strength of banks. The people in 
our community have been educated 
to banking through our shareholders. 


However, we believe that efforts 
along this line must be continuous. 
An educational program with stock- 
holders one year is not going to take 
eare of the situation for the next ten 
years. Stockholders must be educated 
constantly. They must be encour- 
aged ; they must be inspired. Even at 
a time when dividends are not being 
paid, special work must be done 
with stockholders. 
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Your Staft Of Stockholders 


WHERE THEY ARE— 
WHAT THEY CAN DO— 
HOW TO USE THEM— 


Y ANALYZING the location 
B of the stockholders of banks 

in every state, we find that 
60% of the owners of banks are 
located in the same city with the 
banks, 28% are located in the same 
state, 6% are located in adjoining 
states, and 6% in distant states. 

It would appear, therefore, that 
at least the 60% of stockholders 
(those who live in the same city) are 
available for definite work. They 
ean be asked to do certain things by 
bank officers, or by the board of 
directors. 

One method of making use of 


stockholders is described by J. W. 
Dunegan, president of the First Na- 
tional Bank of Stevens Point, Wis- 
consin, in an article on page 410. 
Mr. Dunegan’s experience, which 
covers a period of years, is typical 
of the experiences of many bankers 
and emphasizes the fact that stock- 
holders ean be very beneficial. 


Most banks have rather a large 
list of stockholders, but some have 
very small lists. For example, one 
bank reporting has only five; an- 
other one has nine; three, eight; 
three, seven; two, six. 

On the other hand, some banks 


Y. BEATY 


have rather a large number. For 
example, one bank reporting has a 
thousand stockholders; another one 
has 945; one, 435; one, 359; and 
SO on. 

When the number of stockholders 
is compared to the number of people 
in the city where the bank is located, 
it is found that, very often, the 
stockholders are widely distributed 
through the community. For ex- 
ample, in one town, there is a stock- 
holder for every 12 people. In an- 
other city, there is a stockholder for 
every 19 people. In another one, 
there is a stockholder for every 45 


20 Things A Stockholder Can Do For His Bank 


1 Talk with officers frequently, in 
order to keep in touch with the prog- 
ress of the bank. 


2 Familiarize himself with the pol- 
icies of the bank in order to be able to 
answer questions when outsiders ask 
specifically about the institution. 


3 Especially familiarize himself with 
lending policies in order that he may 
set people right when they make erron- 
eous statements about the bank’s lend- 
ing, which, after all, is its most important 
function in the local community. 


4 Ask for a detailed explanation of 
the bank’s financial statement whenever 
it is issued, and take opportunity to 
speak of the progress the bank has made, 
with friends or in meetings, if such 
opportunity appears. 


5 Suggest borrowers to bank officers. 


6 Suggest a conference with a loan 
officer to those who wish to borrow. 


7 Give officers the names of business 


men who are not customers, and suggest 
ways in which they may be secured 
as customers. 

8 Suggest the use of the bank by 
those who have idle funds that will not 
be needed for some time. 


9 Suggest the bank as a depository 
for trust funds. 


10 Suggest to anyone desiring a mort- 
gage loan that he talk over the matter 
with a bank officer. 


11 Suggest a conference with an officer 
regarding loans of any kind even though 
the bank cannot make them—the officer 
may discover some way that the bank 
can help the customer. 


12 Give officers 
all kinds. 


13 Offer your services to get credit 
information that officers might find it 
difficult to secure. 


business news of 


14 If your bank has a trust department, 
suggest to your friends and acquaint- 


ances that they discuss their estates with 
the trust officer in order to get‘practical 
suggestions based on the trust officer’s 
knowledge of state laws. 


15 Explain to your friends that the 
bank can handle out-of-town collections. 


16 Suggest the bank’s cashiers’ checks 
to those wishing to send money out 
of town. 


17 Suggest the bank’s traveler’s checks 
and letters of credit to those who are 
going abroad. 


18 Get a clear understanding of the 
bank’s service charges, and explain them 
whenever you hear anyone criticize 
them. 


19 Study the bank’s list of stock- 
holders, and discuss them with a bank 
officer in order to be prepared to vote 
intelligently when directors are to be 
elected. 


20 By all means, attend every stock- 
holders’ meeting. 


Extra copies of this list may be had, printed on a good quality 
paper, for distribution to your stockholders, at two cents each. 
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An Analysis Of The Stockholders Of 124 Banks 
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people; in another one for every 42 
people; and so on. 

If, therefore, you were to consider 
that your stockholders make up a 
part of your staff, you can readily 
determine how many people in the 
town should be assigned (if you 
were to make a definite assignment) 
to each stockholder. 


® But what may you expect from 
a stockholder? The most important 
thing that a stockholder can do right 
now is to serve as an educational 
representative of your bank. In 
order to be an educator, the stock- 
holder must be educated himself and 
that suggests that some definite plan 
for educating stockholders is needed. 

Some months ago, six plans that 
had been collected from 659 bankers 
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10,043 
18,601 
48,282 
16,222 
22,761 
15,296 
33,454 
16,380 
39,352 

6,669 
10,297 








were reported in Rand M°Nally 
Bankers Monthly as follows: 


1. The cashier or president writes 
a special letter to go with each divi- 
dend check. 

2. The officers talk with stock- 
holders personally at every oppor- 
tunity. 

3. Annual or semi-annual meet- 
ings are held at which reports are 
diseussed and policies explained. 

4. Reprints of articles that show 
stockholders what they can do are 
mailed whenever available. 


5. Stockholders are asked to get 
new business for the bank. 


6. Stockholders are asked to talk 
about the institution so that every 
one will understand and have con- 
fidence in it. 
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@ In 1928 an article was published 
in Rand M°Nally Bankers Monthly 
entitled ‘‘What A Stockholder Can 
Do For His Bank.’’ The needs of 
stockholder help at that time were 
somewhat different from the needs 
today. The list printed in that issue 
referred almost entirely to the secur- 
ing of new business for the bank. 
There are other and possibly more 
important things that stockholders 
ean be asked to do today, so a new 
list is suggested in the panel on this 
page. 


@ At the time the other list was pub- 
lished, several hundred banks pur- 
chased something over 87,000 copies 
of the suggestions, for distribution 
to stockholders. With that experi- 


(Continued on page 434) 
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will outlast the period of the loan. 


How To 
Judge 


Modernization Credits 


ULES for approving home 
R improvement loans, so that 
they will qualify for the 20% 
F. H. A. insurance on total volume, 
have been worked out carefully. 
The impetus of local campaigns 
to stimulate building and repairs has 
brought thousands of home owners 
into banks during the last few weeks. 
Many of these new contacts are 
enjoying a constructive service and 
will become permanent customers of 
their bank, using one or more of its 
departments. 


@ It is not strange that bankers 
everywhere are asking for specific 
information on the approval and, 
especially, the proper method of ob- 
taining credit information. 

The care with which deferred 
payment obligations are approved is 
of paramount importance. Best 
results have been obtained by those 
lending agencies, during the past 
few years, who do not stint the cost 
of investigation, or attempt to rush 
the approval of applications. The 
majority of applicants, especially 
those seeking money for home im- 
provements, are not in as much 
haste as may appear. However this 


Having satisfied yourself as to the credit 
standing of the applicant, make certain that 
the intended improvement is essential and 






By HOWARD W. HAINES 


may be, speed in approving applica- 
tions must be retarded sufficiently 
to permit due time in obtaining full 
credit information. 


@ The Property Owners Credit 
Statement furnishes considerable in- 
formation, which at first may not 
be fully appreciated by those not 
experienced in studying small loan 
applications. At a glance, it indi- 
cates that the applicant is, or is not, 
regularly employed; whether the 
annual income is, or is not, suffi- 
ciently large to permit the repay- 
ment within a reasonable time of the 
total amount needed. 


Starting The Sifting Process 


Even without the applicant before 
us in person, the written statements 
reveal many side-lights as to his 
character, financial condition and 
managing ability. It may require 
considerably less time to determine 
whether an applicant may be served, 
but in many cases undesirables may 
be determined quickly. Rapidly 
our eye has noticed: 





Governmental insurance against losses does not remove 
the necessity of a thorough analysis of F. H. A. 
applications. The author, who served on the rules and 
regulations committee of the Housing Administration, 


offers you some valuable suggestions for guidance. 




































(a) Length of time at present ad- 
dress. If only a few months, we look 
at the former place of abode. If only 
a few months there, we conclude the 
applicant is a transient. As transients 
are not usually moving about for the 
fun of the thing, the average credit 
officer will waste no more time on 
checking this application unless the 
applicant gives reasonable explanation 
for the frequent changes of location. 
(b) Age of applicant has a direct 
bearing on the borrower’s probable 
continued earning ability. Those over 
fifty-five are less inclined to meet 
the old grind with the same regu- 
larity. This factor ties in directly 
with— 

(c) How long at present position and 
what that position is. If a salaried 
individual, fifteen or more years 
spells plenty of constant, faithful 
efficient service. However, two years 
on a job today means more than 
formerly. The type of work a man 
is doing, manual, clerical or execu- 
tive, is among the first indexes to 
be noticed in deciding upon the 
amount or possibility of credit. 

(d) Salary, which must always be 
considered with— 

(e) Number of dependents, including 
wife. For some unexplained reason, 
one third of applicants in filling out 
questionnaires do not list the wife 
as a dependent. It pays to verify 
the number of dependents. 

(f) Whether applicant is single or 
married will be weighed in connec- 
tion with other factors. If single, 
regularly employed, repayment ability 
may ordinarily be expected to be 
somewhat above that of married indi- 
viduals. Seventy-one percent of 
single individuals develop luxurious 
standards, however. 

(g) Incomes not based on salaries. 
Business men are frequently unable 
to state their exact earnings, and it is 
difficult to arrive at a correct estimate 
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The wife is an important factor in the selection of any improvement, 





such as this modernized kitchen, and should be an equally impor- 
tant factor in arranging the details of the loan itself. 


of their financial progress or net 
worth. Commercial reports showing 
the past record of executives or pro- 
fessional men form the best guide 
as to their present ability to repay. 
In the approval of applications for 
small business men, commissioned 
salesmen and those engaged in various 
trades where income is irregular, it is 
well to remember that incomes may 
change but character does not. 


@ Home owners generally constitute 
the highest type of borrower. How- 
ever, approximately one half of 
such borrowers overestimate their 
paying ability. Again and again we 
listen to the words, ‘‘There are only 
six in our family. My husband 
makes one hundred fifty dollars per 
month. We are sure we can make 
a forty dollar payment every month 
without fail.’’ 

This point is featured because 
certain outstanding groups must be 
regulated by the lending institution. 
This type may be assisted either by 
reducing the amount, or in advane- 
ing the original amount sought and 
lengthening the time of repayment. 

Care used in determining whether 
a stipulated payment can be made 
may save the trouble of re-schedul- 
ing or arranging extensions at a 
later date. One of the most success- 
ful ways to judge a credit is to ask 
each borrower to fill out, as a part 
of his request for credit, an average 
monthly family expense _ record, 
similar to the form listed here. 

Even a loan officer may be sur- 
prised when these items are totaled. 
It is the shortest method ever de- 
vised to indicate correctly the 
payment that should be assumed by 
the borrower. A further valuable 





| 


| 


| Contributions 


| Gas 


| Electricity 


| Laundry 


Average Monthly Family 
Expense 


Items Cost 





Food $ 





Rent and Taxes 





Fixed Expenses 


Insurance 








Organization Dues 








General Expenses 





Telephone 











Fuel 





Ice 








Car Fare 





| Automobile Payments 


| Automobile Repairs 
Gas and Oil 





| Clothing 











Education—Health 





Recreation 





Miscellaneous 





Total Expenses 








Income 








Surplus for 





other obligations. 


Every applicant for a modernization loan 
should be asked to fill out a schedule of 
expense like this. The total is often a 
surprise to the applicant. 
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use of the ‘‘living expense’’ chart 
lies in the fact that it indicates the 
applicant’s standard of living. The 
home owner without electricity, gas 
or ice is not necessarily the applicant 
to be declined, but the distribution 
of expense in the chart affords a 
ready analysis. It solves the mystery 
of where certain apparently sufficient 
incomes disappear without apparent 
permanent results. 

The Property Owners Statement 
furnishes a rapid and accurate fact 
picture. If credit appears impos- 
sible, most institutions find it well 
to avoid the use of formal rejection 
slips, explaining the facts fully. This 
leaves the home owner with full 
information as to requirements. 





® Collectively speaking, we have up 
to this point accomplished only the 
feat of briefly studying the applica- 
tion and declining a small minority. 
We have before us more than 60% 
who appear to meet all require- 
ments. A much more thorough 
investigation will be made of their 
application. A New York banker 
states that, ‘‘it is well, before the 
applicant leaves, to check over the 
answers’’ on the property owners 
statement, so that a clear under- 
standing is had regarding the exact 
information desired. 


Always Meet The Applicant 


Whether the applicant elects to 
fill the property statement at home 
or in the bank, it is important to 
arrange a brief interview. Facts 
may be determined from written 
statements—even honesty. But the 
finer degrees of character such as 
perseverance, thrift, ingenuity—as 
well as weakness in management and 
purpose, may be appraised more ac- 
eurately by a word of mouth, the 
handshake, or a friendly moment 
with the applicant. 

‘We need another room,”’ he is 
saying. ‘‘Three youngsters now and 
the house is a little small.’’ 

‘**Cost about $500?’’ 

‘*We estimate $600,’’ he explains. 
‘‘Thought we could pay it back at 
about $25 a month, so we’d have it 
paid off in a year.’’ 


@ Income, two hundred dollars per 
month, steady position, four depen- 
dents—this fellow should have no 
trouble with his loan. However, in 
approval of applications, direct 
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verification of statements should be 
made. Telephone calls will verify 
the employment. Most timekeepers 
and employers confidentially express 
their opinion of the applicant. Most 
applicants fall into the class of 
eligibles, conscientious, frugal, proud 
of their home—folks it is a pleasure 
to approve for credit. 

A small group of applicants to 
be held over and more carefully 
investigated are those known as 
‘*Border-Line Cases.’’ 

The amount needed may be too 
high or the income may be slightly 
too low. The grocer may tell us: 
“‘They were good pay until last 
June. Then they got slow.”’ 

Sometimes the applicant can tell 
us why ‘‘they got slow.’’ If the 
cause was sickness or other economic 
conditions beyond their control, the 
ease is still off the black list. Any 
number of reasons or combinations 
may raise a doubt as to the advis- 
ability of approving a credit. 


Guard Against Pyramiding 


Duplication of loans is not com- 
mon. If a borrower obtains loans 
for modernization at two sources 
simultaneously, it is possible that 
trouble may be experienced in col- 
lecting. Insurance under present 
rulings in such eases, however, is 
not voided. Banks have formed 
credit exchanges in larger cities 
where lists of borrowers are filed, 
as soon as loans are made. This 
offers a cross check on those appli- 
eants seeking to obtain loans at more 
than one source. A similar service 
is available in almost all cities of 
ten thousand or more population, 
through credit bureau facilities. 


@ Even in states where the signature 
of both man and wife is not re- 
quired, both should be required to 
sign. The applicant who remarks 
that ‘‘the wife will not sign’’ is 
usually not telling why. The wife 
is an interested party in any con- 
tract for improvement of the home. 
If she is not willing to join in 
assuming an obligation for that 
purpose, it is usually because she 
does not want the work done, or 
does not believe she and the husband 
can meet the monthly installments. 

Domestic trouble is sometimes not 
reported by applicants. Either man 
or wife in such cases may attempt 
to obtain credit on their own signa- 
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12 Points To Check 
Before Approving 
Modernization Loans 
1 Length of time at present 
address. 
2 Age of applicant. 


3 How long in present position 
and what that position is. 


4 Salary. 


5 Number of dependents (in- 
cluding wife). 

6 Whether applicant is single 
or married. 


7 Incomes that are not based 
on salaries. 


8 The average 
pense allocations. 


monthly ex- 


9 Importance and permanent 
value of the contemplated mod- 
ernization. 


10 Applicant’s credit standing 
with retail merchants. 


11 Possible duplication 
loans at other banks. 


12 Willingness of both hus- 
band and wife to sign. 


of 





ture. The approval of such a con- 
tract may result in serious difficulty 
in final collection of the note. Unlike 
many types of small loans, Housing 
Loans may run for a period of three 
or more years. Many changes in the 
status of the borrower occur during 
this period. In the event of death, 
divoree, or desertion, the remaining 
member of the family is usually the 
one who assumes the balance of such 
contracts. 


The most successful method in 
operation for approval of loans is 
that used by larger banks. Direct tele- 
phone calls are first made to verify 
statements. If references or state- 
ments are found unsatisfactory, the 
application is declined without 
further time or expense. If refer- 
ences report satisfactory, a credit 
report is then ordered through other 
banks or a credit bureau. This offers 
a close check and usually furnishes 
information showing the applicant’s 
eredit dealings for several years in 
the past. If the record still con- 
tinues good, it is reasonable to ap- 
prove the application. 





@ One advantage to banks in hand- 
ling modernization credits is that, 
in a majority of cases, applicants 
are the bank’s former or present 
customers. These cases require 
little or no further credit informa- 
tion. 


Approving Additional 
Collateral Or Security 


If you are offered additional 
eo-signers, liens on real property, or 
other forms of collateral they should 
be accepted. The investigation of co- 
signers should be conducted along 
the same line and with equal care as 
the borrower. Combined income of 
borrowers and co-signers should not 
be used as a guide for the amount 
to be advanced, as no loan should 
be made if it appears the co-maker 
will be required to assist in its 
repayment. 


The proper approval of modern- 
ization credits means less delinquent 
notices, less assessments of penalties, 
less bother with chronic extenders. 
Modernization loans, made under 
FHA requirements, when properly 
investigated, approved, and serviced, 
should, in addition to allowing some 
return, materially help to sustain 
and improve real estate values. 


Trust Year Book 


Year Book of the Trust Division of the 
American Bankers Association 1934-1935. 
Published by the American Bankers As- 
sociation, 22 E. 40th St., New York. 
Cloth—242 pages—$2.50. 


This volume, the third annual 
year book, contains the proceedings 
of the mid-winter trust conference 
held in New York in February, 1935; 
the Pacifie Coast and Rocky Moun- 
tain States trust conference, held in 
San Francisco in November, 1934, 
and the annual meeting of the Trust 
Division held in Chicago in October, 
1934. 


Subjects discussed in the book are 
the recently inaugurated examina- 
tion of trust departments by the 
federal reserve banks and the reac- 
tion of the trust men thereto; federal 
insurance of trust deposits ; trust in- 
vestment problems under depression 
conditions; the field for trust ad- 
ministration for pension funds; and 
trust institution relations with the 
general public. 
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Humanize 
Bank Correspondence 


By CLARENCE T. HUBBARD 


*‘Bank letter writing,” the author believes, ‘‘has 
failed to keep pace with other phases of bank 


work.”’ 


He suggests convenient steps by which 


this important customer-contact may be lifted out 
of the quill pen and handle-bar mustache era. 


HAT would be your ap- 
W onisa of one of your tellers 

if, when a depositor ap- 
proached his window and asked if 
a certain check had come in, the 
teller, after communicating with the 
bookkeeping department, replied as 
follows : 

‘‘Per your request, Madame, I 
wish to advise you that said check, 
regarding which you are inquiring, 
has been cashed. Trusting this is 
the information you want, I hope we 
ean be of further service to you?’’ 


It wouldn’t be done that way of 
course, yet the very same teller, in 
fact, perhaps even you, yourself, 
might write, to a depositor, or in- 
quirer, along this sing-song, legal- 
toned, fashion. 

The general advice for 
letters is: 
talk.’’ 

This is good advice to follow to a 
certain extent, but it is not wholly 
practical. There is a difference be- 
tween personal conversation and 
letter writing, and probably always 
will be. Words appear differently 
when expressed orally than they do 
in cold print. 

Words when expressed ‘‘in per- 
son,’’ as in a telephone or over-the- 
eounter-conversation, are backed 
with a personality which tones the 
words, through inflection, articula- 
tion, and shading of the voice. In 
writing a letter, the recipient may 
not know the author, and have no 


better 
‘Write as you would 


idea as to his personality, manner, 
ability, age or position. This is one 
of the most-overlooked factors in 
bank letter writing. 


® If you are well acquainted with 
the person writing to you, the per- 
fection of your letter is not so impor- 
tant—although this goal should not 
be dismissed from thought, by any 
means, for there is so much possi- 
bility and need for general improve- 
ment in bank correspondence that 
every chance for improvement 
should be utilized. The chief criti- 
eism of bank correspondence is that 
so much of it is stilted, hackneyed, 
and of a routine cast that the re- 
eipient, unfamiliar with the writer, 
uneonsciously assumes an unfavor- 
able impression. 


A poor letter doesn’t mean that 
the recipient will immediately with- 
draw his aceount. Poor letters, like 
termiteg, undermine undetected, 
until the damage is irreparable. 
Just as radio advertising, and other 
forms of publicity unconsciously 
register on the mind, so by the same 
process poor impressions reach the 
sub-econscious mind, and eventually 
produce their bad effects. 

In bank correspondence, there is 
still much to be ‘‘unlearned”’ rather 
than learned. Although much has 
been said about the standard, hack- 
neyed, out of date letter writing 
phrases, these phrases are still to be 
observed to a large degree in bank 
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{| Every bank has a personality. 


| Every letter also has a person- 
ality. 


| Be sure that the personality of 
your letters is the same as the 
personality of your bank. 


correspondence. The following is a 
typical bank letter : 


Dear Sir: 
We hand you herewith the statement 
which you requested in your letter of 
even date. 
Please be advised that the California 
checks to which you allude have not 
as yet been received. We are there- 
fore, sending you at this time enclosed 
statement which does not include said 
checks. 
You failed to take advantage of our 
offer to mail these statements to you 
every two months and we will thank 
you to give this your prompt attention, 
and advise us your desires. 
Thanking you for past favors, and 
hoping that we may continue to serve 
you, we are, 

Yours truly, 


As bad as this letter is, it’s even 
a little better than some of the bank 
letters, which are usually devoid of 
any spirit of service. 

A bank is a dignified institution 
and must remain so. You cannot 
tolerate flippant letters or breezy 
epistles, such as might be sent out 
by a shaving soap manufacturer, or 
a tire distributor. Nevertheless, bank 
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letters can be greatly improved with- 
out loss of dignity, clarity, or pur- 
pose. Following is the above letter 
rewritten, with great improvement: 


Dear Sir: 

The ‘‘California checks’’ you in- 
quired about have not been presented 
as yet. j 

However, we enclose a statement of 
your account up-to-the-minute, as you 
desire. 

You can have your statements mailed 
to you every two months if you wish. 

Would you like us to do this? 

It would relieve you of having to 
call us up, not that this is any bother 
on our part, but it might be easier for 
you. 

We will drop you a line as soon as 
the ‘‘California checks’’ do arrive. 

Sincerely yours, 


To improve the correspondence of 
your bank, it is necessary to teach 
the younger men and women who 
are coming along. Otherwise, they 
naturally copy the style and type of 
letter writing they come across. 


@ Some people are natural letter 
writers and possess a personality and 
ability to express themselves. Such 
people are a great asset to any insti- 
tution, and more importantly so each 
year. Other people are of a makeup 
which makes it difficult for them to 
ever become good correspondents. 
They may be excellent auditors—or 
trust officers—or investment ana- 
lysts, but due to their reserve, train- 
ing, or personality, they represent 





a type which turns out cut-and- 
dried correspondence. 

Correspondence should be cen- 
tered, as far as possible, with those 
who can make the most of it to the 
benefit of the bank. The responsi- 
bility of improving, supervising, and 
developing the letter writing of your 
institution should be centered with 
an eligible officer, either senior or 
junior. There are plenty of books, 
courses, and experts who can teach 
the subject. 


® Before attempting any advanced 
lessons, there is still concentrated 
effort needed to correct the obviously 
common faults of bank correspond- 
ence. A ‘‘detour’’ should be marked 
out to avoid the following phrases: 
‘‘Wish to state;’’ ‘‘We have for 
acknowledgement your letter of; 
‘‘Thanking you in advance, we re- 
main;’’ ‘‘We note;’’ ‘‘Please be 
advised ;’’ ‘‘Yours of recent date.’’ 

An analysis of these phrases will 
quickly convince you that they are 
superfluous, meaningless, and unim- 
pressive. 

Instead of writing: ‘‘We have for 
acknowledgement your letter of’’— 
either start right in with your reply, 
or try—‘‘In response to your letter 
of December 25, a special statement 
is being prepared immediately.’’ 
Most bank letters are too ‘‘wordy.’’ 

Instead of writing: ‘‘Will you 
please arrange to send,’’ simply say: 





A Dozen Ways To Improve Bank Letters 


1 Read the correspondence 
through and have a definite reply 
in mind before you start to dic- 
tate. 


2 Always answer the inquiry 
in your first paragraph. 

3 Eliminate hackneyed, mean- 
ingless, and out-moded phrases. 


4 Do not, as the other extreme, 
let your tone become  over- 
familiar. 


5 Paragraph your letter prop- 
erly. 


6 Watch for opportunities to 
break long, unwieldy sentences 
into short ones. 


7 Avoid “you claim” and “you 
state”, which challenge the cus- 
tomer. 
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8 Substitute the “You” for the 
“We” attitude in phrasing your 
sentences. 


9 Concentrate, if possible, most 
of the bank correspondence in the 
hands of natural letter writers. 


10 Assign one (qualified) of- 
ficer to supervise all correspond- 
ence, referring to him carbons of 
all the bank’s letters. 


11 Have him attach correction 
suggestions or mimeographed 
check slips to these carbons, re- 
turning them to the writers. 


12 Supply this supervisor and 
the bank library with good books 
and other printed material on the 
subject of business correspond- 
ence. 














‘*Please send.’’ In place of: ‘‘ Your 
letter of recent date,’’ better write: 
‘*Your letter of March 3.’’ Instead 
of: ‘‘hand you,’’ substitute: ‘‘send 
you.’’ 

If you will make an attack on 
these phrases, which have no more 
value today than horse whips, you 
will observe a tremendous improve- 
ment. 

In addition to eliminating all of 
the useless, outworn and flat sound- 
ing letter habit phrases, keep in mind 
two more elementary and cardinal 
rules. Break your letter up into 
more paragraphs; and eliminate 
some of the ‘‘ands.’’ 

Following is the formula of a suc- 
cessful executive for writing a good 
letter. 

First, he advises: ‘‘ Read the let- 
ter to which you are replying, and 
be thinking out your reply as you 
go along, but have the definite 
answer in your mind before you 
start to dictate. Then when you do 
dictate, answer the inquiry in the 
first paragraph. On this, never fail. 
You can explain your answer in the 
following paragraphs, but right at 
the beginning of the letter, let your 
correspondent know your decision. 

‘**Properly paragraph your letter. 
Put in plenty of sentences, and don’t 
string them all together. Don’t be 
in too much of a hurry, for you are 
trying in five minutes to say what 
might take an hour to discuss per- 
sonally.’’ 


A clerk in a trust department 
wrote the following letter: 
Dear Sir: , 
In answer to our letter of recent date, 
you advised that the receipt for the 
documents forwarded you had been 
remitted to us. We are sorry to trouble 
you regarding this matter, but we have 
been unable to locate the receipt, so 
we are enclosing a duplicate and 
would thank you to kindly have same 
properly executed and returned. 


® That is not altogether a hopeless 
letter. It represents the ‘‘run of the 
mill’’ type of correspondence. See 
how, with a little guidance, this let- 
ter could be vastly improved: 
Dear Sir: 
In your letter of March 7th, you in- 
form us that the receipt for the paper 
forwarded you had been signed and 
returned to us, but we cannot locate 
this receipt anywhere. A duplicate 
receipt is enclosed. If you will have it 
executed and then returned to us in the 
enclosed envelope, it will be very much 
appreciated. 
(Continued on page 483) 
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*““Money”’ is one of the most discussed—and most misunderstood—sub- 
jects in the field of finance. This list of all the available literature has 
been assembled to aid you in making the subject clear to customers. 


complicated commodity, if you 
judge from the great number of 
books that have been written on it. 
Someone has said that only 12 men 
in the world really understand 
money. If that is true, then some of 
the books that have been written on 
money cannot be very reliable. But 
of course, we don’t know whether 
the statement that only 12 men 
understand money is true or not. 
As a matter of fact, when the 
fundamental principles are really 
segregated, money is not so compli- 
eated, after all. In looking over the 
list of available books on this sub- 
ject, given in the panel herewith, it 
might be well to have in mind that 
money is something entirely differ- 
ent from credit. 


l WOULD seem that money is a 


@ While credit is very real, it still 
may be described as ‘‘intangible,”’ 
but money is ‘‘tangible.’’ It is mate- 
rial. Coins have a value in them- 
selves, for the metal they contain 
ean be sold. However, we know, of 
course, that most of our coins do not 
contain as much metal as the value 
represented by the coin itself. Then 
when we consider paper money, we 
realize that we must understand 
what is back of paper money. For 


example, the silver certificates are 
really warehouse receipts for the 
actual silver dollars in storage in 
government warehouses. But federal 
reserve notes are different. 

The thing that has confused most 
of us with respect to money is the 
prominence that has been gained by 
the theorists who have written and 
discussed the theories of money in 
recent months. 


® Obviously, every banker would 
like to be so familiar with money 
and the theories of money that he 
eould discuss the subject easily and 
interestingly with anyone. That is 
why the list of books available on 
this subject is published here. 
While many of these books have 
been read and reviewed, it is really 
difficult to recommend one above the 
other. Some of them may be found 
in local libraries. In some eases, 
publishers are willing to send books 
on approval so that, for a few cents 
postage, you may have the privilege 
of examining the book to be sure that 
it is just what you want before you 
buy it. At any rate, this list which 
has been checked with the publishers 
to make sure that copies are still 
available at the prices quoted, is of 
value in a study of this subject. 
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One book which is backed by what 
is probably the most experience in 
the handling of money for many 
nations is the one known as ‘‘ Kem- 
merer on Money’’ by Edwin Walter 
Kemmerer, professor of international 
finance at Princeton University. 

Professor Kemmerer has been cur- 
rency expert to the Phillipine Gov- 
ernment. He has been president of 
the American Economie Association. 
He was president of American Com- 
missions of Financial Advisors to 
the countries of Colombia, Chile, 
Keuador, Bolivia, Peru, Poland and 
China. These experiences were had 
at different times, but in each ease 
the activity was on a national basis 
and the fact that Professor Kem- 
merer has been called upon to advise 
sO many governments on monetary 
matters, lends particular interest 
and authority to his book. 


@® An interesting sidelight on the 
subject of money is to be found in 
the introduction to the fourth edition 
of the book ‘‘The Meaning Of 
Money’’ by Hartley Withers. He 
says: “‘The meaning of money is 
not a question of economic theory. 
The object of this volume is to ex- 
plain a matter of plain, positive, 
practical fact, which is very impor- 
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tant, very dull, and very little under- 
stood, and to do as clearly as may be, 
and with the least possible use of 
alarming apparatus which generally 
affrights the casual reader who opens 
a book on the monetary subject. 

In commenting on the book ‘‘The 
Supply And Control Of Money In 
The United States’’ by Lauchlin 
Currie, Benjamin M. Anderson, Jr., 
economist of the Chase National 
Bank of the City of New York says: 
‘“‘The importance of Dr. Currie’s 
book grows out of the fact that he 
is technical adviser of the Federal 
Reserve Board and that Title II of 
the pending banking bill gives evi- 
dence that his theories lie behind it.’’ 
Dr. Anderson says that Currie is 


General 


Treatise On Money, 2 v. $8.00 (1932) By 
John M. Keynes, Harcourt, Brace & Co., 
Inc., 283 Madison Ave., New York City. 


Money Illusion, (1928) $2.00, I. Fisher, 
Adelphi Company, 449 4th Ave., New 
York City. 

Money, (1904) $2.25, David Kinley, The 
Macmillan Co., 60 5th Ave., New York 
City. 

Money, (1929) $1.35, D. H. Robertson, 


Harcourt, Brace & Co., Inc., 383 Madison 


Ave., New York City. 
Money, (1933) $2.35, Frederick A. Brad- 
ford, Longmans, Green & Co., 55 5th 


Avenue, New York City. 

Money, (1927) 88 cents, Wm. A. Du Puy, 
D. C. Heath & Co., 285 Columbus Avenue, 
Boston, Mass. 

Money, (1927) $2.00, Wm. F. Foster and 
W. Catchings. Pollak Foundation, For 
Economic Research, Newton 58, Mass. 
Money, What It Is And How To Use It, 
(1917) $1.28, Wm. R. Hayward, Hough- 
ton Mifflin Co., 2 Park St., Boston, Mass. 
Money, 2 v. $12.50 (1927) Karl Helfferich, 
Adelphi Co., 449 4th Ave... New York City. 
Dollars, (1934) $2.50, L. D. Edie, Yale 
University Press, 143 Elm Street, New 
Haven, Conn. 

On Money, (1934) $1.50, E. W. Kemmerer, 
John C. Winston Co., 1006 Arch St., Phila- 
delphia, Pa. 

Role Of Money, (1934) $1.50 
Soddy, The Musson Book Co., 
Jarvis St., Toronto, Can. 
About Money, (1934) $2.00, E. Roll, Ryer- 
son Press, Queen & John Sts., Toronto, 


Frederick 
Ltd., 225 


Can. 

What Is Money? (1934) $1.00, Victor S. 
Clark, Houghton Mifflin Co., 2 Park St,. 
Boston, Mass. 

This Money Business, (1933) 6s, B. El- 
linger, P. S. King & Son, Ltd., Orchard 


House, 14 Great Smith St., Westminster, 
London. 

Meaning of Money, (1930) $2.20, H. With- 
ers, E. P. Dutton & Co., Inec., 286 4th 
Avenue, New York City. 

Modern Money, (1933) $1.50, J. C. Bonine, 
The Stratford Co., 289 Congress Street, 
Boston, Mass. 

What Everybody Wants To Know About 
Money, (1933) $3.00, Geo. D. H. Cole, 
Alfred A. Knopf, Inc., 730 5th Ave., New 
York City. 

Money Problem, (1923) $1.50. Academy 
of Political Science, Columbia University. 
116th St. and Broadway, New York City. 


Stabilization Of Money 


Sound And Unsound Money, (1934) $1.50. 
T. A. Abbott, Telegraph Press, Cameron 
& Kelker Sts., Harrisburg, Pa. 

Stable Money, (1934) $3.50, I. Fisher and 
H. R. L. Cohrssen, Adelphi Co., 449 4th 
Ave., New York City. 
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inaccurate in matters of fact. Quot- 
ing from his report: ‘‘The book con- 
tains grave inaccuracies in matters 
of ascertainable facts. I regret the 
necessity for saying this. 


@ Dr. Anderson says further: ‘*The 
writer of this book is so intensely 
preoccupied with the application of 
a single highly simple theory regard- 
ing the control of incomes and com- 
modity prices by means of the control 
of the supply of money, that he dis- 
regards virtually everything else in 
the whole financial picture and in the 
general picture of economic life.”’ 
As you will see in the panel on 
this page, these books on money are 
divided into eight classes for your 






Books Now Available On The Subject 


Stable Money, (1933) 15s, R. Bisler, 
Search Pub. Co., 6 Old Gloucester St., 
London, W. C. 1, England. 

Post-War Monetary Stabilization, (1928) 
$2.50, G. Cassel, Columbia University 
Press, 2960 Broadway, New York City. 
Monetary Stability, (1925) $3.50, John R. 
Bellerby, The Macmillan Co., 60 5th 


Avenue, New York City. 
Control Of Money 

Supply And Control Of Money In The 
United States, (1934) $2.50, Lauchlin 
Bernard Currie, Harvard University 
Press, Randall Hall, Cambridge, Mass. 
Money Muddle, (1934) $2.00, J. P. War- 
burg, Alfred A. Knopf, Inc., 750 5th 
Avenue, New York City. 

Monetary Statesmanship, (1934) $4.00 


N. Lombard (Harper Publication), The 
Musson Book Co., Ltd., 225 Jarvis Street, 
Toronto. 


Breakdown of Money, (1934) $1.50, C. 
Hollis. Sheed & Ward, 63 5th Ave., New 
York City. 

Monetary Reconstruction, (1923) $4.00, 
R. George Hawtrey, Longmans, Green & 
Co., 55 5th Ave., New York City. 
Reform Of The Currency, (1911) $1.50, 
Academy of Political Science, Columbia 
University, 116th St. & Broadway, New 
York City. 

Planned Money, (1933) $1.50, B. P. 
Blackett, D. Appleton-Century Co., Inc., 
35 W. 32nd Street, New York City. 
Managed Money: The Experience Of 
Sweden; with a forward by H. Parker 
Willis, (1934) $1.75, Erik T. H. Kjell- 
strom, Columbia University Press, 2960 
Broadway, New York City. 
Sterling-Dollar-Frane Tangle, (1933) 
$1.75, P. Einzig, The Macmillan Co.# 60 
5th Avenue, New York City. 

Current Monetary Issues, (1933) $1.50, 
L. Pasvolsky. Brookings Institution, 722 
Jackson Pl., N. W., Washington, D. C. 


Theories Of Money 


Theory Of Money, (1913) $1.00, D. A. 
Barker, The Macmillan Co., 60 5th Ave., 
New York City. 


Monetary Theory And The Trade Cycle, 
(1933) $2.00, F. A. Hayek, Harcourt, 
Brace & Co., Inc., 283 Madison Ave., 
New York City. 

Money and Monetary Policy In Early 
Times, (1927) $7.50, A. R. Burns, Alfred 


A. Knopf, Inc., 730 5th Avenue, New 
York City. 
New Exposition Of Money, Credit And 


Prices, 2 v. $10.00, (1931) J. L. Laughlin, 
University of Chicago Press, 5950 Ellis 
Ave., Chicago, Ill. 


Use Of Money 


Of Money, 
Fisher and H. G. Brown, 
60 5th Ave., 


Purchasing Power 
$3.50, I. 
Macmillan Company, 
York City. 


(1911) 
The 
New 





Of Money 








convenience in identifying their 
contents. Two of the books that 
have obtained wide notice are: 
‘*Treatise On Money’’ by John M. 
Keynes, published in 1932, and 
‘*Money Illusions’’ by Dr. Irving 
Fisher, published in 1928. These 
books, however, are not recommended 
as a reliable basis for adjusting your 
thoughts on this important subject. 
They are mentioned as being par- 
ticularly popular, largely because 
they have been severely criticized. 
Any bank desiring to build up a 
suitable library of books on subjects 
relating to banking might do well to 
either add all of these books or to 
make a selection of certain ones. 


Functions Of Money, (1932) $2.00, L. Als- 
ton, The Macmillan Company, 60 5th 
Avenue, New York City. 


Value Of Money, (1917) $3.50, Benjamin 
M. Anderson, The Macmillan Co., 60 5th 
Avenue, New York City. 


Gold Standard 


Gold and Monetary Stabilization, (1932) 
$2.00, P. O. Wright, University of Chicago 
Press, 5950 Ellis Avenue, Chicago, IIl. 


Rise And Fall Of The Gold Standard, 
(1934) $1.50, Charles M. Webb, The Mac- 


millan Company, 60 5th Avenue, New 
York City. 
Critique Of The Gold Standard, (1934) 


$3.00, H. L. Puxley, Harper & Brothers, 
49 E. 33rd Street, New York City. 
Gold and Central Banks, (1929) 
(8s. 6d) F. John Mlynarski, 
millan Company, 60 
York City. 


Gold Standard In Theory And Practice, 
(1931) $2.00, R. George Hawtrey, Long- 
mans, Green & Co., 55 5th Avenue, New 
York City. 

Gold and Your Money, (1934) $1.75, W. 
Atkins, Robert M. McBride & Co., 4 
West 16th Street, New York City. 
Critical Study of Gold Reserves And The 
Monetary Standard, (1933) 5s, David S. 
Edwards, P. S. King & Son, Ltd., Orchard 
House, 14 Great Smith St., Westminster, 


London. 
Inflation 


Inflation Folly, (1933) $1.00, Henry Edw. 
Foelske, Christopher Pub. House, 1140 
Columbus Ave., Boston, Mass. 

A Primer Of Money, (1935) $2.50, Donald 
B. Woodward and Marc A. Rose, Whittle- 
sey House, McGraw Hill Book Co., 330 
W. 42nd St., New York City. 


The Money Market 


Facts and Figures Relating To The 
American Money Market, (1931) $1.00, 
With supplementary figures up to Jan. 


$2.00, 
The Mac- 
5th Avenue, New 


E. 


1935, American Acceptance Council, 
ao 1622, 120 Broadway, New York 
sity. 


Reserve Banks and the Money Market; 
with an introduction by Benjamin Strong, 
(1927) $3.00, Warren R. Burgess, Harper 
and Brothers, 49 E. 38rd Street, New 
York City. 

Money Market Primer and Key To The 
Exchanges, (3rd ed. rev. by Maurice H. 
Megrah) (1931) 6s. $1.75, George Clare 
(Bank of England) Pitman Pub. Co., 
2-6 W. 45th Street, New York City (can 
be imported, 3 weeks required). 


London Money Market, (1932) 3s. F. B. 
Makin, Gee & Co., Ltd., 6-8 Kirby St., 
Hatten Garden, London, E. C. 1, England. 


London Money Market; A Practical Guide 
To What It Is, Where It Is, And The 
Operations Conducted In It (1930) $3.00, 
Wm. F. Spalding, Pitman Publishing Co., 
2-6 W. 46th Street, New York City. 
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INCREASED VOLUME OF 
GOVERNMENT CHECKS 
ABSORBED BY RECORDA 


cant 
WASHINGTON, D. C. Due to the 
considerable increas in the number a ” BIG ECONOMIES MADE 


e 
of checks issu the Government 


(an even greater Ycrease to be ex- ‘ i a 7 FEASIBLE BY PHOTO- 
pope as a result of the ,800,000,- ‘ GRAPHIC ACCOUNTING 
5 eS mms 


relief program) many banks have 
found it necessary to i 


ea 
elp. Recordak- ipped Kansas City Bank cuts book- 
found R 


ve n 
ems s0 flexible that this keeping machinery 715% 
‘yolume has not caused any with Recorda 
on their present operating 

Posting System 
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ry to the handling of 
are photo- With the Recordak Night Posting Sys- 


tem four men handle 12,000 
active accounts. 


NEW PERSONAL LOAN 
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eee m: 


Oklahoma; 2m 
nn. Plans are under 
r financial cen- 
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‘hee accumulated experi- 


ence of The First National 
Bank of Chicago covers more 
than seventy years. 
Divisional Organization since 
1905 has developed direct 
contacts between officers of 


The 





the bank and its customers. 


Correspondent banks have 
found the relationships 
under the plan both pleasant 


and profitable. 


The First National 
Bank of Chicago 


Charter Number Eight 





Employee Training 
(Continued from page 399) 
of the poorly created trust instru- 
ments; various types of trust rela- 
tions in the department offered to 
the public. 


5 Trust administration and the 

duties required of the trustees; 
interesting experiences in trust ad- 
ministration; variety of trust rela- 
tions; what training and peculiar 
capacity a trust administrator should 
have. 
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The handling of advisory ac- 

counts; what accounts are so 
classified ; the administration of such 
accounts; maintenance of progress 
credit data; type of review; how 
prospects for this type of account 
should be approached and what argu- 
ments should be used; how to hold 
such accounts after they are secured ; 
their relation to the general invest- 
ment field ; the statistical department. 


7 Trust investments; the difference 
between legals and non-legals; 
diversification of invested trust 


funds; methods of the 


market. 

8 Management of the trust depart- 
ment; type of personnel; proper 

divisions; other trust companies; 

methods of accounting; reports; cus- 

tody ; wages; advertising. 


review ; 


A talk on the American banking 

system; historical development ; 
present position of banking. This 
talk was given by Lyman K. Wake- 
field, president of the bank. 


Commercial And Savings 
Program 


The subjects of the ten conferences 
for the employees of the commercial 
and savings bank departments were 
as follows: 


Banks, bankers and banking in 
the forefront of the public mind 
today. 


3 The real banker—the one who 
ean handle trouble and keep the 
eustomer friendly. 


How to get the proper bank 
information to your customers. 


The satisfied customer is the best 
producer of new business. 


The relation of the First National 
Bank and Trust Company of 
Minneapolis to the American bank- 


ing system. 

6 Our bank in relation to other 
banks—ineluding other local 

banks, country correspondent banks, 

and banks in other cities. 


The Federal Reserve System. 
Unit, chain and group banks. 


Keeping the bank before the 
public. 


Deposit function and the physi- 
eal handling of the _ items 
throughout the bank. 


1 Money used in the banking 
business. 

At all of the meetings, sheets con- 
taining typewritten information re- 
garding the First National Bank and 
Trust Company were distributed. 

Questions called ‘‘mental exer- 
cises’’ were used in over half of the 
meetings. These mental exercises 
were questions which the employees 
were asked to answer with a check 
mark, yes or no, and they were given 
a very brief time in which to record 
their answers. This was to determine 
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what instruction was needed in 
future meetings. 

It may be well to emphasize that 
conferences of this kind must be kept 
moving. If the meeting is allowed to 
drag, the employees lose interest and 
the results are not what are desired. 
All of the material given them must 
be interesting and instructive and 
must be presented in such a manner 
that it will hold the interest of the 
entire group. The more employees 
who can be persuaded to take part 
in the discussion, the more successful 
will be the conference. The material 
for the meetings must be carefully 
and thoroughly prepared, and the 
meetings should be conducted by a 
good leader of discussion. 


Results 


Analyzing the results of these 
meetings which were held last winter, 
we feel sure that they have accom- 
plished the following: 


A more friendly relationship be- 

tween officers and employees has 
been produced, as well as a more 
friendly relationship between em- 
ployees in different departments. 


Personnel has been given the 

realization of necessity of com- 
ing to the defense of banks and 
bankers against unjust criticisms. 
3 The personnel has been supplied 

with the answers to questions 


that customers are asking about 
banks. 


Employees have been shown that 

handling the business of the cus- 
tomers in a courteous and friendly 
manner will improve the bank’s posi- 
tion with the public and at the same 
time increase the employees’ own 
opportunities for advancement. 


How I Work With Directors 


(Continued from page 395) 
these matters is immediately called 
to the attention of officers. These re- 
ports give a comprehensive idea of 
what is taking place in the bank at 
all times, presented in an intelfigent, 
quickly digested manner. 

In deference to our directors, we 
maintain a strict rule in our institu- 
tion which has proved of exceptional 
value, namely: One dissenting vote 
constitutes reason for refusal of any 
loan application or other business 
transaction. Detailed explanations 
are not required in support of objec- 


A COMMERCIAL BANK THAT AFFORDS 


ITS CORRESPONDENTS CLOSE CONTACT 


WITH EVERY 


IMPORTANT 


INDUSTRY 


CONTINENTAL ILLINOIS 
NATIONAL BANK AND 
TRUST COMPANY 


OF CHICAGO 


tions, the Board having complete 
confidence in each member’s judg- 
ment. However, this rule absolutely 
precludes representation on our 
Board of Directors of anyone who 
would object to a loan or other legit- 
imate business transactions for petty 
personal reasons. 

In considering loan applications, 
it is well to occasionally remind 
directors to distinguish clearly be- 
tween their personal liking or admir- 
ation of the borrower and the appli- 
eant’s actual degree of solvency. My 
aim has been to keep constantly 
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before the Board of Directors the 
fact that each individual borrower 
must measure up to the bank’s stand- 
ard, for upon a sound loan policy 
depends the success of the bank itself. 
It is not a difficult matter to convince 
directors that this is fundamental. 

When individual board members 
fully understand the important posi- 
tion occupied and the tremendous 
liability assumed upon acceptance of 
that position, they will, with few 
exceptions, respond with that degree 
of personal initiative and interest so 
essential to the institution’s success. 
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For 40 Years... 
We have supplied 


banks and business 
houses with— 


Check Book Covers 
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Write us for samples and 
quotations 
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100 Banks 
In 50 Cities 
In 12 States 
































provide the basis for 
testimony as to the 
value of the services 
of this organization. 























E. S. Woolley 
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70 Wall Street, New York 
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RECENT survey of commercial 

banks and discussions with 
bankers in the middle west and east, 
convinees the writer that many in- 
stitutions are developing more and 
more interest in the making of 
personal loans of one kind or another 
containing a monthly repayment 
clause. 

Many commercial banks are mak- 
ing loans under Title I of the 
Federal Housing Act, and also a 
number of institutions have found 
a very profitable source of business 
in their personal loan departments 
making co-maker loans. 

In successfully maintaining a per- 
sonal loan department there are 
many things that have to be done. 
It is not the intention of this writer 
to go into details in this connection, 
but simply to eall attention to one 
important feature of protecting un- 
paid balances that has proven quite 
essential in the maintaining of a 
successful department of this kind. 

There is now available at quite a 
low cost, life insurance to be taken 
out by the borrower at the time a 
personal loan is made, which will 
protect the bank, the co-makers and 
the heirs of the depositor in ease of 
the borrower’s death before the loan 
is fully liquidated. 

The basis of most personal loans 
is the earning power of the borrower 
rather than his net worth, and at 
the death of the borrower this earn- 
ing power ceases and even though 
the borrower’s co-makers or estate 
could pay the unpaid balance, such 
payment usually causes a consider- 
able hardship and, therefore, for the 
small additional cost a special life 
policy covering only the unpaid 
balance of these loans is strongly 
advocated by many successful insti- 
tutions. 


There are doubtless several types 
of policies that can be obtained to 
cover this situation, but the one the 
writer happens to know about is 
written by a company of specialists 
who write this type of life insurance 
exclusively. The premium is low 
and no physical examination of the 
borrower is required, so that it is 
possible for the banker when making 


How To Protect Unpaid Balances 
By J. ALEXANDER FORD 
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the loan to automatically put in 
foree a life policy covering the un- 
paid balance. This policy also 
covers any payments in arrears 
which might be caused by a long 
illness of the borrower before his 
death. 


Life insurance covering these per- 
sonal loans is not only an added 
security for the bank but is a great 
comfort and help to the estate of 
the borrower and the co-makers of 
the note in the event of the bor- 
rower’s death. 


We find that most banks making 
personal loans utilize insurance of 
some kind and we believe that any 
bank making any volume of per- 
sonal loans should investigate this 
feature and be sure that it is fully 
protected. 


There are two rewards you may 
get for your work. One is a salary. 
The other a satisfaction that comes 
from work well done. The salary is 
soon spent, but the satisfaction stays 
with you forever. 





A bank can make profits only by 
encouraging local business men to be 
progressive and aggressive in the 
management of their businesses. 


IMPORTANT 
NOTICE 


‘‘How To Uncover Or Avoid 
Bank Defalcations’’ 


The Adap-Table Accrual and 
Audit Control System de- 
scribed by G. W. Allan in an 
article under the above title 


on page 346 of the June Issue 
of this magazine is protected 
by Claims of the Foote 
Patent No. 1,618,124 issued 
February 15, 1927. 


Mention of this fact was 
inadvertantly omitted from 
the published article in 
question. 








Rand M¢Nally Mi APs 


Essential to Your Business! 


U.S. Rand M¢Nally Business Map of the 


United States 


A wall map particularly suited for general reference 
and business purposes. Its excellent choice of detail 
and lack of color make it an ideal medium on which 
to mark off territories, spot desired cities and towns 
and prepare and present graphic pictures of geographic 
set-ups. Size, 84 x 60 inches; scale, 1 inch =35 miles. 
Shows state and county boundaries and names, all 
cities and towns of commercial importance, railroads, 
mountains, and principal rivers. All detail is shown 
in black on a white background, with state boundaries 
emphasized in yellow. The map is very legible and 
markings made on its surface stand out distinctly. 
Corrected and revised to June, 1935. 

Price, mounted on cloth with wood rod at top and 

bottom, ready for hanging : ....-$15.50 

Other mountings, $10.00 to $73.25 


WORLD Rand MENally General Map 
of the World 


A colorful wall map for general reference purposes, 
showing all countries, country names, principal cities, 
main rivers, mountain ranges, trunk-line railroads, 
steamship lines and distances between ports, and 
ocean cables. Water areas are shown in blue, detail 
in black, and countries in distinguishing yet harmonious 
colors. Size, 66 x 46 inches; scale, 1 inch=400 miles. 
Mercator projection. Corrected and revised to June, 
1935. The map is highly decorative as well as useful 
and, when suitably mounted and hung, lends an appro- 
priate note of color to the business office. Suggestions 
and prices for mounting and hanging the map in your 
office will be presented upon request. 

Price, mounted on cloth with wood rod at top and 

bottom, ready for hanging............ 5 aac acer 

Other mountings from $4.00 to $43.80 


STATES Rand M£Nally Standard 
Indexed Maps of States 


A complete, uniform series of individual state maps, 
the most detailed, accurate, and up-to-date series 
published. All maps show counties, all cities, towns, 
and villages, all railroads, electric lines, rivers, lakes, 
mountains, etc. Printed in black on an ivory back- 
ground, with boundaries emphasized in orange and 
water areas in blue. An index to principal cities 
appears in the margins of the maps, and each map is 
accompanied by a booklet index which lists alpha- 
betically all places shown on the map, gives the 
population, county, and the railroad, telegraph, freight, 
postal, banking, and airport facilities of each. These 
are the most complete and accurate lists of cities, 
towns, and villages available. Size of maps, 21 x 28 
inches or larger. Scales vary. 

Price, map of any state folded to pocket size and 

enclosed in indexed booklet . 80.50 


Map of any state except California, Michigan, New 
York, Ohio, Pennsylvania, or Texas, mounted on 
map-tack board with washable surface $2.50 


Map of California, Michigan, New York, Ohio, 
Pennsylvania, or Texas, mounted on map-tack 
board with washable surface... .. .. $3.75 


Other mountings are also available. 


ATLASES Rand M£Nally Commercial 
Atlas Service 


The complete geographic service for American business, 
providing detailed, accurate maps, lists of cities, towns, 
counties, and other geographic features, economic 
statistics and maps, and a wealth of concisely presented 
facts and figures vital to every business organization. 
No other medium gives you half the valuable, usable 
information to be had with this indispensable service. 
Write for terms and complete information. 
Other atlases at from 10 cents to $30. 


Described here are but a few of hundreds of Rand M€Nally map products designed for 


commercial purposes. Write today for complete free catalog. 


RAND 


111 Eighth Avenue 
New York 


M°NALLY & COMPANY 


536 South Clark Street 
Chicago 


559 Mission Street 
San Francisco 
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iw AMERICAS 






INDUSTRIAL CENTER 


NEWARK AIRPORT—BUSIEST IN THE WORLD 


W THEN corporations and individuals 


move from your city to the Newark 


territory, give them a letter of intro- 
duction to New Jersey’s largest bank. 


FIDELT 


MEMBER FEDERAL 


UNION TRUST 


RESERVE SYSTEM * NEWARK NEW JERSEY 








Business Manager Service 

(Continued from page 397) 
ing such properties that needed 
special care to put them on a paying 
basis. The minutest details did not 
escape his attention, such as weeding 
out lawns, pruning trees, and trim- 
ming shrubbery. Modernization pro- 
jects were mapped out for some of the 
properties, for which disbursements 
were made out of the budget com- 
mensurate with the available funds 
and the need to put the property on 
a paying basis. 
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Among his properties was a 
rancho, in Southern California, 
that was rapidly deteriorating under 
an indifferent absentee-manager- 
ship. In due time the rancho 
was placed in charge of a capable 
foreman engaged by a representative 
of the bank and an irrigation system 
installed. It is interesting to add 
that the products of the rancho are 
now being marketed, under what is 
believed to be the most favorable 
arrangement—also under the control 
of the bank. 






® Such matters as mortgages and 
trust deeds are completely attended 
to by the bank, also fire and other 
types of insurance. On the subject 
of insurance, the bank has in all 
eases followed a policy of close co- 
operation with life underwriters and 
insurance brokers, who are now 
among the most sincere boosters of 
the personal management service. 
They realize that they have much to 
gain by cooperating with the bank. 
In more than one case, friendly 
insurance brokers have helped to 
contact clients for the bank’s per- 
sonal management service. At pres- 
ent every effort is being made to 
interest a number of insurance 
brokers in the service, by circulariz- 
ing them with a detailed prospectus 
of the plan. To a similar extent the 
bank cooperates with, and in turn 
seeks the friendly cooperation of, 
legitimate bond brokers and real 
estate brokers. For, while the bank 
acts in an advisory capacity to its 
clients on matters of investments, 
and offers to handle the detailed 
transactions for them, it does not 
presume to be in the brokerage busi- 
ness. 


@ Property and income tax service, 
which are an important part of the 
personal management plan, are 
greatly appreciated by the business- 
men and professional men. One of 
the officers of the bank specializes 
on taxation, and the bank is pre- 
pared to render an all-around tax 
service. Thus, all city and county 
tax bills are carefully checked for 
clients, and disbursements are made 
before delinquency dates. Real prop- 
erty descriptions are checked to in- 
sure payment of taxes upon property 
they actually own. Personal prop- 
erty tax returns are prepared, ready 
for clients’ signatures, and disburse- 
ments made upon the clients’ re- 
quests. There is available for their 
use information covering state 
inheritance taxes, federal estate 
taxes and gift taxes. Analyses are 
also made of earnings and expenses, 
for income tax purposes. 

While the personal management 
service was developed only recently, 
it has already become a factor in 
building up additional revenue, not 
only because the type of service is 
profitable in itself, but also because 
it has enabled the bank to attract 
desirable clients for the other bank 
services. 
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The Investment Portfolio 


Bond Revisions Upward 


Made In The Blank National’s 


Bond Account 


A record of the June meeting as reported by 


HE meeting will please come 
to order. I believe that we were 
to take up the matter of called 

issues in the portfolio this time. 

CONSTAD—Each of you have a 
list of the issues that are either called 
or in process of refunding. The list 
also includes those which may be 
called later. A few weeks ago, the 
Committee decided to buy Armour 
& Co. (Del.) 1st 514’s due 1943 with 
the idea that the Swifts were called 
and would be paid and that reinvest- 
ment of the funds could be antici- 
pated by this. 

MARSH—What did we pay for 
the Armour & Co. bonds? 

CONSTAD—One hundred and 
five, which is the call price. And on 
June 10th there is a meeting to con- 
sider refinancing, so it is likely that 
this issue will be called. 

SAMPSON—So we will imme- 
diately have to replace that one. 

CONSTAD—That is right, but 
in the meantime, by making the pur- 
chase at 105, the call price, we will 
have had a very satisfactory yield 
on the money during the period of 
time that we have had the bond. We 
also have $10,000 Sinclair Consoli- 
dated Oil 7’s of 1937 which are to 
be called, and $5,000 American Roll- 
ing Mills 5’s of 1938 for which re- 
financing has been arranged. 


GEO. D. BUSHNELL 


MARSH—That is quite a list. 
Are there any others? 

CONSTAD—There is a possibility 
of the Remington Rand Debentures 
being refunded later on in the year, 
I understand, and the B. F. Good- 
rich Co. has made arrangements to 
retire the 1st 614’s due in 1947. We, 
however, have the debenture 6’s of 
1945, which are to remain undis- 
turbed. 

MARSH—The question is, how 
best to replace the funds that we 
know are going to come in by these 
calls, as it seems to be rather difficult 
at the present high prices to get what 
we want at a price that is satisfac- 


Securities Discussed In This Meeting 





Par 


RATING 
AMOUNT | 


tory to us. However, Constad has 
two or three issues which the Com- 
mittee might consider. 
CONSTAD—The first is Revere 
Copper and Brass Co. Ist 6’s of 1948, 
which is rated A, and selling cur- 
rently at 108, which is a half point 
over the call price. This company 
has made a very satisfactory im- 
provement in earnings, for in 1932, 
the interest earned was on the deficit 
side, but in 1933 the interest earned 
was 1.78, in 1934 it was 3.30 and for 
the first quarter of this year, 4.59. 
As you will see by the more com- 
plete information before you on this 
issue, it apparently is satisfactory 


MARKET 
JUNE 4, 
1935 


Book 





A $5,000.00 Armour & Co. (Del.) 514’s due 1943 
Remington Rand Deb. 514’s due 1947. . 


A | 5,000.00 | 


| 105% 
101 


BBB | 5,000.00 | B. F. Goodrich Co. Deb. 6’s due 1945..........| 95 
| Revere Copper & Brass Ist 6’s due 1948.......| 108 
| McKesson & Robbins 514’s due 1950..........| 96% 
Firestone Cotton Mills 5’s due 1948... ........| | 103 
American Ice Co. Deb. 5’s due 1953. ..........| V4 85 
International Cement Co. Deb. 5’s due 1948....| 90 | 102% 
| Chile Copper Co. 5’s due 1947................ 913% 
Power Corp. of N. Y. Deb. 514’s due 1947... ..| 97% 
A | Super-Power Co. of Ill. 414’s due 1968. ........| 
_BB | Puget Sound Pwr. & Lt. 414’s due 1950........' | 
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Complete List Of Securities Held By Blank National Bank 
Not Including Municipals Or Governments 








INDUSTRIALS FOREIGN 


~ June 4, 1935 | ae | 
Market Value Rating Issue | 
Actual | 


5,250.00 
4,200.00 





~ June 4, 1935 
Market Value 

ictual {In points| Actual 

10,000.00} 11334 |11,375.00 


5,000.00) 11634 | 5,812.50 


Book Value 
In points! Actual 


100 5,000.00 
100 


Parvalue Book Value 
_{In points| Actual 


10,000) 100 
5,000; 100 


Issue Parvalue f 
In points 


105 





AAA Amer. Tob. Co. Deb. 
4’s due 1951 

AAA Cudahy Packing Co. Ist 
5’s due 1946 


5,000 AA 


AA 


|Dominion of Canada 
5's due 1952 


4,000 4,000.00) 105 Province of Ontario 


” 


> 
> 


rr PrPPrPrPp pp ~P 


> 


Swift & Co. 1st 8. F. 
5’s due 1944 

Firestone Cotton Mills 
5’s due 1948 

American Ice Co. 8. F. 
Deb., 5’s due 1953 

Armour & Co. (Del.) Ist 
“A”, 5)4’s due 1943 

Bethlehem Steel Corp. P. 
M. & Imp. 5's due 1936 

California Pkg. Co. Conv. 
Deb. 5’s due 1940 

Chicago Daily News, Inc. 
5’s due 1945 

Crane Co. 8. F. Notes 
5’s due 1940 

International Cement Co. 
Conv. Deb. 5’s due 1948 

Kimberly Clark Corp. Ist 
5’s due 1943 

National Dairy Prod. 
54's due 1948 

Remington Rand Deb. 
5%’'s due 1947 

Sinclair Cons. Oil 1stColl. 
7’s due 1937 

Allis Chalmers Mfg. Co. 
Deb. 5’s due 1937 

Amer. Rolling Mills Conv 
Nts. 5's due 1938 

Chile Copper Co. Deb. 
5's due 1947 

B. F. Goodrich Co. Conv. 
Deb. 6’s due 1945 

Libby MeNeill & Libby 
Ist 5’s due 1942 

Pure Oil Notes 
5’s due 1940 

United Drug Co. §. F. 
5’s due 1953 

U. S. Rubber Co. Ist & 
Ref. 5’s due 1947 

Wheeling Steel Cor. Ist & 
Ref. 44's due 1953 

W. F. Hall Ptg. Ist & Coll 
6's due 1947 


TOTALS 


* Called for payment. 


AAA 

AAA 

AAA 
AA 
AA 


Atchison T. & S. Fe Gen. 
4’s due 1995 
Chesapeake & Ohio Ref. 
& Imp. 44's due 1993 
Virginian Ry. Ist 
5’s due 1962 
|Erie R. R. Cons. Pr. Lien 
| 4's due 1996 
|Morris & Essex Ist & Ref. 
34's due 2000 
|Northern Pacific Pr. Lien 
4’s due 1997 
|Pennsylvania R. R. 
5’s due 1964 
Union Pacific R. R. 
4’s due 1968 
|\Chicago & West Ind. 
| Cons. 4’s due 1952 
Great Northern Ist &Ref. 
414’s due 1961 


New York Central Cons. | 


4’s due 1998 
Southern Pacific 
414’s due 1977 


|Western Maryland R. R. 


Ist 4’s due 1952 

Cleve. Cinn. Chgo. & St. 
L. Ref. & Imp. 44%4’s 
due 1977 

Texas & Pac. Ry. Gen. & 
Ref. 5’s due 1979 

Baltimore & Ohio R. 
Ref. and Gen. 6’s due 
1995 


|Boston & Maine R. R. 


4%4’s due 1961 

Erie R. R. Ref. & Imp. 
5’s due 1975 

Great Northern Ry. Gen. 
7’s due 1936 

Illinois Central R. R. Ref. 
4’s due 1955 | 

Louisiana & Ark. Ry. Ist 
5’s due 1969 

Mo. Kan. Tex. R. R. Pr.| 


| Lien 4’s due 1962 


___ TOTALS _ 





| 
R. 


__ 137,000 


5,000 103% | 5,156.25 


5,000, 10044 | 5,043.75 
3,375.00 


5,250.00 


5,000 
5,000 


10,000 10,000 .00 


9,000 97 8,730.00 


5,000; 98 4,900.00 


3,000 94 2,820.00 


4,000, 90 3,600.00 


5,000, 96 4,800.00 


8,000, 94 7,620.00 


5,000; 94 4,700.00 


10,000 100 10,000 .00 


8,000, 96 7,580.00 


5,000 102 5,100.00 


5,000, 85 4,250.00 


5,000 82 4,100.00 


6,000 5,640.00 
5,000 4,800.00 
5,000 4,000.00 
5,000 4,100.00 
10,000 8,000.00 


5,000 3,900.00 


147,000 136,465.00 


RAILS 


5,000 96 4,800.00 


10,000, 100 =—|10,000.00 


5,000 5,500.00 
5,000 4,712.50 
5,000 4,500.00 
10,000 9,600.00 
5,000 5,043.75 
5,000 4,700.00 
5,000 4,500.00 
5,000 5,000.00 
| 9,500.00 

4,500.00 


4,718.75 


10,000 
5,000 
5,000 


10,000 8,000.00 


6,000 4,920.00 


10,000 8,800.00 


4,000 2,800.00 


5,000 3,200.00 
5,000 4,900.00 
5,000 | 4,250.00 
| 3,050.00 


| 4,200.00 


5,000 
7,000 


121,195.00 


102% 
103 
85 
10534 
10334 
105 
103% 
103 
102% 
102% 


10834 
110% 
111% 
98 
9334 
102% 
106 
102 
98% 
10014 
81% 
8044 


5,137.50 
5,150.00 
4,250.00 
5,275.00 
10, 375.00 
9,450.00 
5,162.50 
3,090.00 
4,095.00 
5,143.75 
8,320.00 
5,050.00 
10,200.00 
8,080.00 
5,137.50 
4,587.50 
4,750.00 
6,165.00 
5,075.00 
4,550.00 
4,587.50 
9,700.00 
3,606.25 


146,387.50 


5,437.50 
11,025.00 
5,575.00 
4,900.00 
4,668.75 
10,287 .50 
5,300.00 
5,100.00 
4,912.50 
5,025.00 
8,150.00 
4,025.00 | 
4,725.00 
6,600.00 


2,560.00 
2,975.00 
4,687.50 
3,487.50 
3,137.50 
2,485.00 | 


117,481.25 || 


A 


> 
= 


rr Pr PP Pr Pr PP Pe 


es) 
ie) 
ie) 


BB 
BB 
BB 
BB 
BB 


BB 

BB 

BB 
B 


“American Tel. & Tel. Co. 


| 


5's due 1959 
Kingdom of Norway— 
__Extl. 54’s due 1965 


TOTALS __ 


5,000, 98 


20,000 


4,900.00) 101% 


19, 900.00!" 22, 243.75 


PUBLIC UTILITIES 





Deb. 8. F. 5's due 1960 

Ill. Bell Tel. 1st & Ref. 
5's due 1956 

So. Cal. Edison 
5’s due 1952 

Washington Water Pwr. 
5's due 1939 

Con. Gas N. Y. Deb. 
4146's due 1951 

Detroit Edison Gen. & 
Ref. 5’s due 1949 

Los Angeles G. & E.Corp. 
Gen. & Ref. 5434's due 
1949 

Ohio Power Co. Ist &Ref. 
4146's due 1956 

Chgo. Dist. El. Gen. 
44's due 1970 

Jersey Cent. Pwr. & Lt. 
Ist 444’s due 1961 

Kansas Pwr. & Lt. 
Ref. 5’s due 1957 

Metropolitan Edison Ist 
& Ref. 4’s due 1971 

Minneapolis Gas Light 
Co. Ist 44%4’s due 1950 

Montana Power Co. Ist & 
Ref. 5's due 1943 

Northern States Pwr. Ref 
4146's due 1961 

Ohio Public Service Ist & 
Ref. 5's due 1954 

Public Service of Colo. 1st 
& Ref. 6's due 1961 

Texas Power & Light Ist 
& Ref. 5’s due 1956 

Alabama Pwr. Co. Ist & 
Ref. 414's due 1967 

Carolina Pwr. & Lt. Ist & 
Ref. 5’s due 1956 

Cent. Ill. Pub. Sve. Ist 
44's due 1967 

Duke Price Pwr. Ist “A” 
6's due 1966 

Florida Pwr. & Light Ist 
5’s due 1954 

Illinois Pwr. & Lt. Ist & 
Ref. 6's due 1953 

Iowa Pub. Sve. Ist 
5’s due 1957 

Kansas Power Co. Ist 
5’s due 1947 

Lexington Utilities Co.1st 
& Ref. 5’s due 1952 

Minnesota Pwr. & Light 
Ist & Ref. 44's due 
1978 

Penn. State Water Ser. 1st 
Ln. 5%4’s due 1952 

Public Sve. of Okla. 1st 
5's due 1961 

Shawinigan Water & Pwr. 
Ist & Coll. 4%’s due 
1967 


Cities Serv. G. P. Line Ist 
6’s due 1943 

Nevada Cal. Elec. Ist 
5’s due 1956 

Northwestern Pub. Ser. 
Ist 5’s due 1957 

Portland Gen. Elec. Ist & 
Ref. 4144's due 1960 

Puget Sound Pwr. & Lt. 
Ist & Ref. 4%’s due 
1950 

Southern Colo. Power Co. 
Ist 6’s due 1947 

Southwestern Lt. & Pwr. 
Ist 5’s due 1957 

Virginia Public Sve. 1st & 
Ref. 534’s due 1946 

Power Corp. N. Y. Deb. 
5134's due 1947 


TOTALS 


Ist 





5,000, 103 
10,000 
5,000 
5,000 
10,000 
5,000 
5,000 


7,000 


5,000 
8,000 
5,000 
10,000 


5,000 


5,000 
6,000 
5,000 
4,000 


236,000 


10,500 .00 
5,250.00 
5,300.00 

10,000 .00 
5,300.00 
5,250.00 


5,000.00 
5,850.00 
2,970.00 
4,300.00 
4,600.00 
4,700.00 
4,500.00 
4,750.00 
5,175.00 
3,800.00 
7,600.00 
3,350.00 
4,250.00 
4,800.00 
9,500.00 
3,500.00 
8,700.00 
4,500.00 
4,512.50 
4,000.00 
8,000.00 


4,400.00 
3,520.00 
6,860.00 





4,500.00 
6,400.00 
3,850.00 
4,500.00 


2,650.00 


4,812.50 
4,800.00 
4,200.00 
3,200.00 


208,900.00 


108 
107% 
110 
106% 
106% 
106% 


104% 
104 


101% | 
105% | 
100% | 
104% | 


105 


103% | 


104 


97 
102% 
97% 


94% 
74% 
91% 
68% 
68 


5,056.25 


5,150.00 11236 | 5,618.75 


|10,800.00 
| 


| 5,357.50 
| 5 
|10,625 .00 
| 5,337.50 
| 5,337.50 
| 


5,237.50 
7,280.00 
3,033.75 
5,287.50 
4,025.00 
5,212.50 
5,250.00 
5,162.50 
5,200.00 
4,160.00 
8,100.00 
| 4,318.75 
4,875.00 
4,650.00 
9,912.50 
4,050.00 
9,250.00 
4,800.00 
4,718.75 
4,806.25 
9,325.00 


4,850.00 
4,100.00 
6,825.00 


4,712.50 
5,990.00 
4,575.00 
6,850.00 
| 3,400.00 


4,756.25 
5,490.00 
4,656.25 


3,890.00 





227 226.25 
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88 


88 


50 
.00 
75 
50 
00 
50 
00 
50 
00 
00 
00 
75 
00 
00 
50 
D0 
0 
0 


for the account. The current income 
is approximately 514%, and a little 
under 514% to maturity. This issue 
might be considered in place of the 
Armour & Co.’s. 


SAMPSON—It seems like a pretty 
high price to pay, but on the other 
hand, I suppose it is necessary at 
this time. Certainly the informa- 
tion on the company to me seems 
entirely favorable. 

ALDRED—Half a point away 
from ¢all is not much, for that much 
could readily be deducted from the 
income, and while, if it were called 
shortly, we might not make much of 
a return, that is a chance we appar- 
ently have to take at this time. 

SAMPSON—I move we buy this 
issue. 

MARSH—1 second the motion. 


ALDRED—We seem all agreed 
on this. 


CONST AD—The next issue is the 
McKesson & Robbins 514’s of ’50, 
which is rated BBB, and you will 
recall some time ago we discussed 
this issue in one of our meetings but 
at that time purchased another in 
place of it. Marketwise, the bond 
has improved considerably in the 
last few months and is now around 
9614 to 97. The company, as you 
know, manufactures and wholesales 
drug store products and supplies. It 
has shown an increase in interest 
coverage in the last two or three 
years. In 1932, for example, the 
ratio was 0.09, but in 1933 it earned 
the interest charge by a modest 
margin, the ratio being 1.17, and in 
1934, 2.38. 

MARSH—1 see no objection to 
making an investment just below the 
A grade, but of course that would 
depend upon the improvement that 
has taken place in the account. 

CONST AD—There have been sev- 
eral changes in the quality of the 
industrial group in recent weeks. 
The Firestone Cotton Mill 5’s of 
1948, which were purchased last 
fall, are now rated AA; the Ameri- 
ean Iee Co. Debenture 5’s of 1953 
which we considered selling a few 
months ago but decided to hold, are 
now considered in the A class. The 
same is true of the Remington Rand 
514’s of 1947 and of the Interna- 
tional Cement Debenture 5’s of 1948. 

MARSH—That is quite an im- 
provement. 


CONST AD—Not only have those 


been improved, but Crane Co. 5% 
Notes, due in 1940, are now rated A; 
Goodrich 6’s of 1945 are BBB, and 
the Chile Copper 5’s of 1947, which 
was the only B rating in the list a 
month ago, has, because of improve- 
ment in the earnings and coverage, 
been increased to BBB. 

MARSH—tThe industrial group 
seems to have done very well, and | 
think that the addition of McKesson 
& Robbins will be entirely suitable. 

SAMPSON—I do, too, and the 
price seems right to me. 

ALDRED—That makes two re- 
placements. Shall we consider any 
more at this time? 

MARSH—I think that ought to 
take care of immediate calls for the 
industrial group, and as soon as any 
others are out, we can then take 
steps to replace them. 

CONSTAD—tThere are two other 
changes that you will notice on the 
industrial list. You recall that we 
decided to make the exchange of the 
Chicago Daily News Debentures, 6’s 
due 1936, for the new issue which 
are 5’s due 1945, and that was ap- 
parently a good move for the new 
issue is currently quoted 10314. 
Then, also, the committee instructed 
me to consent to the plan on the 
W. F. Hall Printing Co. 514’s due 
1947, which, among other things, 
resulted in an increase of the return 
to 6%. This consent has been made 
and the bonds so stamped. 

SAMPSON—How is the foreign 
list? It seems to me that it is all 
right. 

ALDRED—Yes, the foreign list 
is in excellent shape, the industrial 
list is also in very good shape, and 
the utilities group has considerably 
improved. We still have some in that 
list that we should probably con- 


sider eliminating in favor of higher 
grade securities. 

MARSH—tThere is one matter | 
would like to put before the Com- 
mittee; that is our policy with re- 
gard to selling some of the issues 
which we have held for some time 
that have improved in price consid- 
erably and are now well over our 
book value. 


The class I refer to are those not 
of the quality that we have set as 
standard for the account. I asked 
Constad to prepare the information 
on some of these for us and I believe 
you will find complete information 
before you on the sheet headed ‘‘Sug- 
gested Changes.’’ 

ALDRED—You might go over 
this for us, Constad. 

CONSTAD—tThese issues are 
principally in the public utilities 
section and there have been three 
or four selected for your considera- 
tion. The first one on the list is the 
Power Corporation of New York 
Debenture 514’s due 1947, which is 
currently rated B, now selling at 
around 97. Our book value for the 
issue is 80. We have discussed this 
issue in previous meetings, you will 
recall, and considered the sale of it 
but decided to hold it further upon 
each occasion. 

You will notice in connection with 
the information on that issue that 
Super-Power Co. of Illinois 1st 414’s 
of ’68 are shown, together with the 
information. This issue is rated A, 
and has an interest earned ratio for 
the past three years of 2.16 in 1932, 
1.79 in 1933 and 1.87 in 1934. The 
current price of the issue is around 
10014, and the transfer of funds 
could be made with a small addition, 
the difference between 97 and 100%. 

SAMPSON—The Super-Power 


Protected Loans 
A Profitable Banking Feature 
geared to 
PERSONAL LOAN DEPARTMENTS OF COMMERCIAL BANKS 
AND INDUSTRIAL BANKS 


Our Protected Loan Feature Means This: 
That in the event of death of a borrower from any cause, prior to the maturity of the note, the 


balance of the protected note will be paid by the insurance company, thereby 


releasing the bank, the borrower, his estate and co-makers from this liability. 


A HIGHLY SPECIALIZED SERVICE EXCLUSIVELY FOR BANKS 
Details available only thru correspondence with the Home Office — Write to 


Che Credit Life Insurance Co. 


Home Office 
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122 So. Limestone St. 
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Bankers are Buying 


FEDERAL INTERMEDIATE 
CREDIT BANK 


Collateral Trust Debentures 


Because these debentures are 

exceedingly liquid, issued 
in short term maturities, 
from 3 to 12 months. 
The capital of the issuing 
banks was paid in by the 
United States Government. 
Exempt from all taxes— 
Federal, State and Munic- 
ipal, yield a slightly higher 
return than short term 
Government securities. 


Eligible up to 6 months’ 
maturity for purchase by 
the Federal Reserve banks, 
and as collateral for 15 day 
loans to member banks, 
and for investment by 
Savings Banks in the State 
of New York. 

Under an Act of Congress 
all twelve Federal Inter- 
mediate Credit Banks are 
liable for each other’s de- 
bentures. 


+x Further information and circulars can 
be obtained through your dealer or 


CuHartes R. DUNN, Fiscal Agent 
For the Federal Intermediate Credit Banks 


31 Nassau Street New York City 
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PTT UU EMCO 
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Specialists in 


MUNICIPAL BONDS 


Current Condition of Holdings Analyzed 
Market Quotations Furnished 


Offerings submitted on request 
BARCUS, KINDRED & CO. 
CHICAG 


° 
Franklin 5331 231 S. La Salle St. 


Co. of Illinois has improved in price 
rather rapidly since the first of the 
year, hasn’t it? 
CONST AD—Yes. 
SAMPSON—What do you think 
would be the particular advantage 
in making the change at this time? 


CONSTAD—In the first place, 
the Super-Power bond is of invest- 
ment rating, and at the current price, 
has a yield of just under 444%. By 
holding the Power Corp. of* New 
York since the first of the year, the 
improvement has been from around 
76 to 78 to the present 97, or ap- 
proximately 20 points. 

The improvement in Super-Power 
since the first of the year has been 
approximately 14 points, so we are 
better off to make the change now 
than we were at the first of the year. 
And whereas, at that time, there 
would have been a difference of about 
10 points between the proceeds of 
the sale of the Power Corporation 
and the cost of Super-Power, now 
the difference is only about three 
points. 

MARSH—I think what Sampson 
wants to know is, will the improve- 
ment still continue in the market 
price of Power Corporation and 
would we gain more later on by the 
exchange? That may be so, but it 
seems that our object is, whenever 
the opportunity occurs, to improve 
the quality of the account and to 
consider the account in the final 
analysis as on an income basis with 


G MAC SHORT TERM NOTES 


available in limited amounts 
upon request 


GENERAL MorTors 
ACCEPTANCE CORPORATION 


Executive Office -- BROADWAY at 57TH STREET -- New York, N. TY. 


OFFICES IN PRINCIPAL CITIES 


a minimum of speculative tendency. 
We are still a long way from having 
the account in that shape, but we 
have made considerable progress to 
that end, and I believe should con- 
tinue. 

ALDRED—In every case where 
we have made such a change in the 
account, subsequent happenings have 
proved that it was a wise thing 
to do, and whether in the future 
the difference in price between the 
two might be more advantageous 
than at present, I, too, believe that 
we should take this opportunity of 
transferring funds from a B-rated 
bond into an A-rated bond, particu- 
larly at such a small difference, ex- 
cluding, of course, the fact that the 
income on a higher grade bond is 
about a point less. 

SAMPSON—Well, I believe that 
is right, and we seem to have done 
well by holding the Power Corpora- 
tion up to this time, and so should 
take advantage of it. Therefore, let 
us instruct Constad to make the 
change. 

CONSTAD—tThere are several 
speculative issues which a few 
months ago were below our book, 
but have increased substantially in 
market price and now are above. I 
am wondering if the Committee 
wants to take any action toward 
eliminating them at this time? 

MARSH—Why wouldn’t this be 
a good time to eliminate some of 
those ? 

ALDRED—These issues, we agree, 
are not the kind we want in the 
account. We have already had a 
substantial increase in the market 
price of them, so why wait any 
longer to transfer the funds into 
issues that are suitable? 

CONSTAD—For example, the 
Puget Sound Power & Light 414’s 
of 50, rated BB, are carried on our 
books at 53, and when we went over 
the list the early part of the year, 
they were around 50; the current 
market is around 68. 

ALDRED—A definite case! It 
was below book, it is now above it. 
It isn’t the type we want to have 
permanently in the account. 

CONSTAD—Some time ago, we 
talked about making some additions 
to issues we already have, particu- 
larly those we hold in odd amounts, 
and the Committee was favorable to 
this idea. The proceeds from the 
Puget Sounds could be used to make 
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additions to the Public Service of 
Colorado 6’s of 61, rated A, of 
which we have $4,000 par value. We 
eould add another bond to that. 
Another is Metropolitan Edison, of 
which we also have $4,000. We could 
add another one there. And another 
—the Jersey Central Power and 
Light 414’s of ’61. All of these are 
in our first group in the Public Util- 
ities, and the addition could be made 
with the proceeds of the sale of the 
Puget Sound. 

SAMPSON—That seems to me a 
reasonable thing to do and I suggest 
we authorize Constad to do it. 

MARSH—That is agreeable with 
me. How about you, Aldred? 


For Matters of Record 


When you select a Chicago newspaper with Central 
Western distribution for the publication of advertise- 
ments of a legal nature for your clients, choose the 
Chicago Journal of Commerce. This newspaper leads 
all others in the Central West in the publication of 
financial and legal advertising. The Public looks to the 
Chicago Journal of Commerce for announcements of a 
legal and legal-financial nature. 


Leadership in such important advertising classifica- 
tions, together with its distribution to business men 


ALDRED—The same. So, Con- in many cities and towns, has enabled the Chicago 
stad, you can go ahead and make the Journal of Commerce to become the accepted medium 
exchange. for publication of matters of record. 

MARSH—In line with our revi- 
sion, I would suggest Constad bring 
up two or three issues each time, 
similar to the ones we have discussed 
today so that we will be constantly Chica 4 ¢: 
revising the quality of the account go Gournal of Commerce 
upward. 


' ‘ 12 East Grand Avenue, Chicago 
ALDRED—I think that is an ex- 


cellent idea, and Constad ean start 
that the next meeting. If there is 
nothing more to be considered, we 
will adjourn. 


The charge for the advertising is low. 


“The daily business and financial newspaper 


of the Central West’’ 
It must be understood that 
this article is in no way a 
recommendation by either the 
author or this magazine as to 


IF YOU Manage 
icons ene || @ Bond Account 


Increased Use Of Machines 
(Continued from page 407) 
it is obvious that we are losing 31 
cents on it and that our net income 
may, therefore, be listed as ‘‘minus 
31 cents.’ 

However, even if the total income 
equalled our expense we should still 
be operating only on a cost basis. 
Figuring the required profit at one- 
twelfth of 1% of the required col- 
lected balance, or $1.76, we add this 
$1.76 to the 31¢ loss on this account, 
which gives us $2.07. In other words, 
actual analysis of this account shows 
us, and the customer, that we must 
charge him $2.07 for handling his 
account during that month. It 
further shows that this charge gives 
us only our required profit on his 
own account for that month, as 
evidenced by its activity and, con- 
sequently, its cost to us. 


You will find that the Bondex System gives 
you improved control . . . Because you 
see your holdings and your markets, you 
save time—make decisions promptly and 
accurately . . . Bondex helps to keep your 


bond account safer and more profitable. 


On responsible request, a specimen Bondex 
“Quality Ladder” will be sent without obligation. 


BONDEX , Incorporated 


120 S. La Salle St., Chicago 
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THE 


BANKERS 


SECRETARY 
Will Guide You 
To The Article 
You Have Been 


Looking For... 


We are prepared to furnish complete buying data on 
any article of equipment or supplies a bank needs. 
If it is not included in the list below, just use the 
extra space provided on the coupon and we will 
gladly supply the desired information. 


Do you need any of these items? 


Accrual, Accounting and 
Audit Pee 

2 —s Machines 

3 Addressing Machines 


7 Bronze ona rass 


8 Calcula Machines 
10 ee bl ‘Signs 
eable 
11 Check Books 
12 Check Book Covers 
13 Check Cancelling Machines 
14 Check Certifiers 
= Check Dispensers 
17 Files 


18 
Check Signers 
Check Trays 

21 Christmas Savings 
Coin Bags 

23 — Boxes 

24 Coin Changers 

25 Coin Clocks 

26 Coin Counting Machines 

27 Coin Envelopes 

28 Coin Trays 

29 Coin Wrappers 

30 Coupon Books 


Tue Bankers SECRETARY, 


31 Coupon Envelopes 
32 Currency Boxes 

33 Currency Envelopes 
34 Currency Straps 


35 Deposit Ticket Files 
36 Dicta' Machines 


37 Directories, Bankers 
38 Duplicators 


39 Electric Signs 


40 Forms 
41 Forms, Continuous 
Furniture 


i inter Saspcy 

rest Com; 

Machines ™ 

47 Lamps—Ad » Po 
— ding, Posting 

48 Loose Leaf Binders 

49 Maps 

50 Night Depositories 

51 Night Depository Bags 

52 Paper 


Rand M¢Nally & Co., 536 S. 


Please have sent to us buying information on 


53 Pass Books 
54 Pay Roll Envelopes 
55 Pho Bank Systems 


59 Safes, Fire and Burglar 
Proof 
60 Safe Deposit Boxes 


+= P 
62 Sa = —— 


. Bank and Office 


68 ag Ie 
— 


Bye 
69 Time ry Delayed Time 
70 Travelers Checks 


78 Visible aon 
76 Window Displays 


. Clark St., Chicago 





SHORT QUOTATIONS 
FROM PROMINENT 
MEN 


“The Supreme Court stated that, no 
matter what emergency exists, an act must 
be constitutional’’—President Franklin D. 
Roosevelt. 


oc 


“Congress has already shown signs 
enough of abdicating. The Constitution has 
put specific obligations upon Congress. 
The Supreme Court has clearly reminded 
Congress that it cannot delegate its obliga- 
tions. It is time for Congress to buckle 
down to business and pass, not a bill that 
some one else has written for it, but a 
measure it will devise out of its own under- 
standing’’—Frank A. Vanderlip. 


Cc 


“Ownership of the stock of the Federal 
Reserve Bank by the Government would, 
unquestionably, encourage and strengthen 
political pressure designed to affect the 
policies of the system and would be entirely 
inconsistent with our own belief that a 
borrower should not control the policies or 
the ownership of the institution from which 
it borrows’’—Guaranty Trust Company of 
New York. 


“The banker's attitude has been much 
criticised in the past two years, and I did 
my full share of criticising—I take the 
responsibility—but I felt that bankers might 
have been a little more cooperative; that 
they might have shown a little more con- 
fidence in the country. At the same time 
I appreciated the other side because I am 
a banker, and in talking to bankers I always 
include myself as a part of the audience. 
My own bank, while not under my direct 
management, showed no more confidence 
or no greater spirit of cooperation in lending 
than other banks about which I have talked” 
—Jesse H. Jones. 


cS 


“We are too strong and resourceful a 
people to be hampered much by legislation. 
Nothing can hurt the United States. There 
are experiments going on this minute in 
chemical laboratories, in shops and in new 
kinds of business thinking which are far 
more important to the future than all the 
experiments in Government. In the long 
run, the chief result of the Government 
experiments will be a lot of experience for 
the officials concerned’’—Henry Ford in 
the American Magazine. 


tJ 


“Banks should meet the requirements not 
only of commercial borrowers, whose loans 
constitute a small portion of banking assets, 
but also the requirements of other borrowers, 
for most of the community's credit needs are 
for periods longer than three months. Even 
in the best of times, the amount of short 
time paper has been insignificant compared 
with total bank deposits. It has now almost 
reached the vanishing point. The banks 
have plenty of money on hand, including a 
large part of the savings of the community, 
to make longer loans. If they do not meet 
the needs of their communities, they can 
hardly complain if other agencies, including 
the Government, meet such needs’’—A. P. 
Giannini. 
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“The three-ringed circus at Washington 
is distracting men’s minds from business 
building. If America could only transfer 
its mind from Washington to business—if 
political uncertainties and hurdles could 
only be removed—much progress in re-em- 
ploying capital, expanding enterprise, and 
increasing employment could be achieved” 
—B. C. Forbes. 


= 


“Between 1921 and 1930, we built, on 
the average, close to 400,000 dwellings a 
year. Last year, we built about 21,000. 
That is a drop of almost 95%. In the five 
year period, 1930-1934 we built about 300,- 
000 homes, which is an average of only 
60,000 per year’’—Owen D. Young. 


Ee 


““Good local loans are available to banks 
if bankers will make the effort to find them” 
—Ira F. McCormick, President, DeKalb 
Trust & Savings Bank, DeKalb, Illinois. 


Oo 


“While printing press inflation is now 
improbable, bank credit inflation is proba- 
able. We are headed for an era of pros- 
perity that will surpass all others. It will 
be followed by a depression that will sur- 
pass all others, unless we do more to prevent 
it than we have ever done in the past’ — 
William Trufant Foster, Harvard University. 


oo 


“All of us are guilty of presenting 
opinions for facts’’-—Merle Thorpe. 


CS 


“The volume of unemployed money in 
this country is vast and probably will in- 
crease as the new federal work relief money 
finds its way to the banks. We bankers 
must endeavor by every means to grant 
credit to all worthy borrowers. Only when 
business becomes active, can we begin to 
transfer our unemployed from relief to 
private payrolls’"—Robert V. Fleming, First 
Vice President, A.B.A. 


co 


“The outstanding problem for banks in 
the next few years is that of public relations 
in rebuilding the good will of customers 
and of the public at large. In discussing 
banking before the public, we must discuss 
it from the point of view of ‘what is for the 
best interest of the public’ rather than 
‘what is for the best interest of the banks’. 
Any one reading the testimony of bankers 
before the Senate Committee would get the 
impression that the only interest of bankers 
is saving themselves. Politicians, on the 
other hand, are always adroit enough to 
couch their statements so that the public 
thinks they are trying to save the public 
from the bankers. When we discuss bank- 
ing, we should always talk in terms of public 
welfare’’—L. A. Chambliss, Vice President, 
Fidelity Union Trust Co., Newark, N. J. 


| 
“It's not long hours of work that ‘hurts 


people—it’s the thought of it.’’"—Eugene 
Talmadge, Governor of Georgia. 


LOAFERS / 


Thousands of pullets will be loafing on the job next 
Fall, when egg prices are highest, unless poultrymen 
can raise the money to feed them right this summer. 
The birds need a scientifically prepared growing feed, 
a feed that will bring them into production early and 
yet will give them the strong bodies and reserve energy 
that will prevent breaking down later on. Poultrymen 
who lack the money to buy this feed stand to lose a 


lot of profits. 


The poultry and egg business is sound. Possibilities 
of profit are greater now than at any time in the past 
few years. Banks can safely lend to reliable poultry- 
men the money needed for feed. And by doing so the 
banks not only will be giving the poultrymen their 
chance for maximum profits but also will be opening 
up a new and trustworthy source of profit for them- 


selves. 


ALLIED MILLS, INC. 


Humanize Correspondence 

(Continued from page 418) 
You may wonder how a receipt can 
become lost, and so do we, but the 
faet is, a most diligent search fails to 
locate it. To bother you with complet- 
ing a duplicate receipt is something 
we would avoid if it were possible, 
but as a last resort in this instance, 
it is necessary. 


Another to-be-criticised expression 
used in bank letter writing is: ‘‘you 
claim,’’ or ‘‘you state.’’ This implies 
a challenge to the depositor who has 
written. On the other hand, a few 


RAND M°NALLY BANKERS MONTHLY JULY 1935 


Chicago, Ill. 


‘*vou’s’’ ean be well introduced in 
place of the common habit of utiliz- 
ing so many ‘‘we’s.”’ 

If you are serious about improving 
your bank’s correspondence, and 
this should be a worthy ambition of 
every bank, for it means increased 
profit and growth through the good 
will so stimulated, you cannot bring 
this about through the circulation 
of one article on the subject, or the 
distribution of booklets or memo- 
randums representing enthusiasm of 
the moment. 
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following morning. 


CLEVELAND’S OLDEST 





Map - Shrinking 





Our Night Transit Department, and direct 
sendings, bring many Ohio points to Cleve- 
land for practical transit purposes. Items 
which arrive here after banking hours are 


still presented in those cities for payment the 


Let us tell you exactly what these two features 
can accomplish in improving your Fourth 


District transit service to your customers. 


THE 


NATIONAL CITY BANK 
OF CLEVELAND 
Resources: over $100,000,000 
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You can assign the responsibility 


to some one official or qualified de 
partment head. This individual will 
find that he can, in a short while, 
accumulate a tremendous collection 
of material of a most constructive 
nature on the subject of improving 
correspondence. In addition to 
books, pamphlets, and magazine 
articles, there is a wealth of material 
to be obtained in corresponding with 
large institutions, many of which 
maintain professional letter writing 
supervisors. 
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In addition to collecting and dis- 
Seminating this information and 
occasionally holding classes, the most 
practical results will be obtained by 
having the carbons of all letters 
written, referred to the individual 
you have assigned to this work, and 
then to each of these carbons a memo- 
randum of correction can be pinned, 
and the carbon returned to the 
writer. 

For instance, this memorandum 
in addition to allowing for personally 
dictated instruction, can have mime- 












































ographed or printed, a number of 
items similar to the following: 

Abbreviations, Letter Makeup, 
Punctuation, Spelling, Too Many 
‘*we’s’’, Too Brief, Capitalization, 
Margins, Wrong Word, Poor Para- 
graphing, Careless Typing, Too 
Lengthy, Too Stereotyped, Obsolete 
Phrases. 


The memorandum just described 
should be drawn up, by the bank 
official or employee who is to super- 
vise the correspondence, in accord- 
ance with just what the management 
of the bank desires to accomplish in 
the way of letter writing. The re- 
sults, the writer can vouch from 
experience, will not only prove 
astonishing but of inestimable busi- 
ness value. 






Your Stockholders 


(Continued from page 413) 
ence in mind, the list here is offered 
in reprint form in the same way. 
This list is available on a good grade 
of paper and may be had at 2 cents 
each in whatever quantity is needed 
to supply all stockholders. 

The study of stockholders just 
made has also revealed that there is 
a wide variation in the par-value of 
bank stock. One bank reported par- 
value of $12.50. Two banks reported 
$10 ; three banks reported $20; eight, 
$25; ten, 50; one, $67; and ninety- 
three, $100. The $100 par-value is 
still the favorite. 


The bank that had the smallest 
number of stockholders had only five 
and the bank with the largest num- 
ber, had 1,000. Considering all of 
the banks, we find that there are an 
average of 107 stockholders per bank. 


The important idea that comes 
from these figures is that every bank 
officer probably has about 100 people 
who own stock in the bank, and 
therefore are interested in its suc- 
cess. It seems obvious that they 
should be used to benefit the institu- 
tion. 


It is very apparent, however, that 
the cashier or the president must 
take the initiative. Stockholders, as 
a rule, are not inclined to do any- 
thing unless they are asked to do it 
or are stimulated in some way or 
another. But the fact remains that 
these hundred people can be used to 
benefit the local institution greatly, 
for most of them are local people.. 
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Current Investment News 


*Bethlehem Steel Corp. 

On June 12, this company filed 
application with the Securities Com- 
mission in connection with a new 
issue of $55,000,000 to consist of 25 
year 414% bonds, due July 1, 1960; 
proceeds to be used to redeem $29,- 
214,000 of Midvale Steel & Ordnance 
Co. 5% bonds and $22,304,000 of 
Bethlehem Steel Co. 5% bonds. 


*Southern California Edison Co. 


This company filed application 
with the Securities Commission for 
a new issue of $35,000,000, the new 
bonds to bear a 3.75% coupon and 
the proceeds to be used to retire 
$32,000,000 of the company’s 5% 
bonds due 1952, now outstanding. 


Chrysler Corp. 


In connection with the retirement 
on May Ist last of the Dodge Bros. 
Debentures, the Chrysler Corpora- 
tion arranged a $25,000,000 loan 
with certain depositary banks on one, 
two, three, four and five year notes, 
and has just announced the payment 
of the notes, due May Ist, 1940, 
which bear the highest interest rate 
of the five maturities, such payment 
resulting in an increased saving of 
approximately $150,000 per year 
during the next five years. 


Consumers Power Co. of Jackson, 
Mich. 


This company has filed with the 
Securities and Exchange Commis- 
sion for registration under the Secu- 
rities Act of 1933, an issue of $18,- 
594,000 in first lien and unifying 
mortgage bonds. These are 334% 
bonds, series of 1935, due 1965, and 
the proceeds of this issue will be 
used to redeem several utility issues 
of the company. 


*Armour & Co. 


At a meeting held on June 10, the 
preferred stockholders of Armour & 
Co. approved certain changes neces- 
sary in the refinancing of the Ar- 
mour & Co. (Del.) $42,214,000 514% 
bonds due 1943. 

It is expected that this refund 
will be through the sale of a new 
issue of $48,000,000, and while no 
coupon rate has been announced, it 


is regarded as likely to be on a 4% 
rate. 

After the stockholders’ meeting, 
the directors of the company decided 
not to refund the $7,200,000 of Mor- 
ris & Co. 444% bonds, due 1939, now 
in the hands of the public, as the 
present interest rate is sufficiently 
low. 


Public Service Co. of Northern 
Illinois 


Preliminary underwriting arrange- 
ments for the refunding of approxi- 
mately $16,000,000 of Publie Service 
Co. of Northern Illinois 614% bonds, 
due July 1, 1952, are understood to 
include an arrangement for the 
holders of the original bonds to have 
10 days in which to exchange them 
for the new bonds when and if of- 
fered, the time limit to extend 10 
days after the effective date of the 
registration statement. It is under- 
stood that the exchange offer will be 
made about July 15. 


Edison Electric Illuminating Co. of 
Boston 


This company filed, on June 12th, 
with the Securities Commission for 
an issue of $53,000,000, the interest 
rate to be disclosed later; proceeds 
to be used in redeeming $35,000,000 
present note due July 16, 1937, and 
$20,000,000 additional due November 
2, 1937. The difference between the 
redemption cost of these issues and 
the proceeds of the new issue will be 
taken from the company’s treasury. 


*American Rolling Mills 


The Company has ealled for re- 
demption $13,322,000 5% converti- 
ble notes due November 1, 1938, at 
102%, for payment July 15, 1935, 
and the New York Stock Exchange 
has authorized the listing of $25,- 
000,000 10-year 414% convertible 
debentures due May 1, 1945. 


*Consolidated Oil Corp. 


The corporation has called for 
payment on August 12th all of the 
Sinclair Consolidated Oil Corp. 1st 
lien collateral 7% bonds due March 
15, 1937, and the 614% bonds due 
June 1, 1938. Bank loans aggregat- 
ing $40,000,000 are to be initially 
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used in retiring these issues. The bal- 
ance between this amount and the 
eall price of the $48,781,700 par 
value of these issues will be provided 
from the company’s treasury. 


*Firestone Tire & Rubber Co. 
(and Subs.) 


Reported earnings for the six 
months ended April 30, 1935, show 
a net profit after depreciation, Liber- 
ian development, expenditures, Fed- 
eral taxes, ete., of $2,155,084, or at 
the rate of 40 cents per share, com- 
pared to $1,521,745 for a similar 
period ending April 30, 1934, with 
a per share earnings of six cents. 


Oklahoma Gas & Electric Co. 


For the twelve months ended 
April 30, 1935, net operating revenue 
was reported as $4,245,576 compared 
to $4,221,545 for the same period 
ended April 30, 1934. After addi- 
tions of other income and deduction 
for interest charges, amortization of 
debt discount and expense, other in- 
come deductions and provision for 
federal and state income taxes, the 
net income for the period ended 
April 30, 1935 was $1,701,026. 


*Power Corp. of New York 
(and Subs.) 


Consolidated income account for 
the twelve months ended March 31, 
1935, showed operating income of 
$2,578,302, and for the three months 
ended March 31, 1935, operating in- 
come of $685,601 compared to $675,- 
761 for the three months ended 
Mareh 31, 1934. 


National Steel Corp. 

The New York Stock Exchange 
has authorized the listing of the 
$50,000,000 first (collateral) mort- 
gage sinking fund bonds, 4% series, 
due June 1, 1965. 


*[llinois Bell Telephone Co. 

Net operating income for the month 
of April, 1935, was reported as $1,- 
024,371, and for the four months of 
1935 ending April 30th, $3,547,979. 


*Securities of company referred to 
included in Blank National Bank 
list to be found on page 428. 
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During 1934, the Federal Inter- 
mediate Credit Banks loaned $348,- 
517,043 to cooperative associations 
and financing institutions. 


The number of men out of work at 
the time the Supreme Court out- 
lawed NRA was 11,500,000 accord- 
ing to a report of the American 
Federation of Labor. This makes an 
interesting comparison with the 
figure of 11,793,000 out of work at 
the time NRA was put into effect. 
This also is a figure issued by the 
American Federation of Labor. 


A total of 49,202 loans were made 
to farmers in the state of Texas 
under the heading ‘‘ Emergency Crop 
and Feed Loans during 1934. This 
is the largest number of these loans 
made in any state. However, 42,150 
were made in the state of Arkansas, 
so the size of the state of Texas is 
not entirely responsible for its lead- 
ing in the number of loans. The total 
amount in dollars provided Texas 
farmers by federal funds under this 
heading is $4,873,889. 


* * * 

















Out of 20,331,065 telephones in 
the world, 16,710,858 are in the 
United States. This is 51.42% of all 
the telephones in use. These figures 
are as of January 1, 1934, and are 
published by the American Tele- 
phone and Telegraph Company. 





* 














* 


The cost of marketing goods in 
America is divided as follows: 56% 
of the cost is made up of retail ex- 
penses, 29% of wholesale expenses, 
and 15% of the manufacturers mar- 
keting expenses. 


* * * 


A total of $10,272,933 worth of 
home mortgage loans was submitted 
for insurance to the Federal Hous- 
ing Administration during the one 
week ending June 8th and this was 
announced by the administration to 
be the largest week up to that time. 
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Figures— 


Approximately $1,000,000 per an- 
num will be assessed against the 
Bankers Trust Company of New 
York, alone, for the support of the 
Federal Deposit Insurance Corpora- 
tion, if the Banking Act of 1935 is 
enacted into law. In announcing 
this figure, the bank says: ‘‘In our 
opinion, deposit insurance is wrong 
in principle because it encourages 
unsound banking and is unfair in 
application because it penalizes the 
well-managed bank.’’ 


* * * 


An average of 55% of deposits in 
closed banks had been returned to 
depositors as of June 7, 1935, aecord- 
ing to reports from the Comptrol- 













& \ 
WA 


_ & 














TART THE PRINTING 
PRESSES~ WHAT WE 

NEED 1S MORE MOWEY 
TO BRING BACK 

- PROSPERITY .« 


This 
banks in receivership with deposits 
on closing date of $1,862,930,903. 


ler’s office. ineluded 1,509 


‘‘There are over 7,600 state banks 
having insured deposits of some $3,- 
600,000,000, and uninsured deposits 
of $1,600,000,000, and depositors to 
the number of nearly 13,000,000, 
which are not members of the Fed- 
eral Reserve System’’, stated L. A. 
Andrews, formerly state bank com- 
missioner of Iowa before the Senate 
Committee on Banking. Further- 
more, 2,500 of these banks cannot 
qualify for membership to the Fed- 
eral Reserve System as will be re- 
quired if the Banking Act of 1935 
is passed. 


\ 
\\\ 





Don’t congressmen ever go into a bank? 
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WHO'S WHO IN BANKING NEWS 


McDouall Encouraged By 
New Conditions 


In his inaugural address, Leslie C. 
MeDouall, new president of the New Jersey 
Bankers Association and trust officer of 
the Fidelity Union 
Trust Co., of Newark, 
said: 

It is encouraging to 
note that bankers are 
beginning to speak 
out again. Pussyfoot- 
ing earns respect from 
neither side of any 
question. In the very 
nature of their busi- 
ness, bankers are the 
chief objects of criti- 
cism in times of eco- 
nomic distress. Until recently it would 
seem that they have been fairly beaten 
into silence by the persistent and over- 
whelming attacks made upon them as be- 
ing responsible for all the country’s ills. 
Bankers have been made money changers 
at their worst and opponents of every con- 
structive proposal. The effect of this was 
reflected in the compromise position taken 
last March by the American Bankers As- 
sociation on the proposed Banking Act of 
1935, which only met with Congressional 
criticism. 

The record of Mr. Ford is well known 
to the world. He has amply demonstrated 
that only when a company has the capacity 
for changing its mind, for changing its 
model, for changing its modus operandi 
ean it hope to keep in the stream of life. 
The bank that cannot keep constantly 
changing its practices and that cannot 
keep changing its modus operandi will 
soon find its business slowly slipping away 
to others. 

It is time to give the public a complete 
and detailed financial statement of your 
institution and to make known matters of 
policy. We must let the public know 
where and for what we stand. We must 
make them conscious that we are building 
up from something fine to something finer. 
Your depositors are interested and are 
entitled to the facts. Let them know more 
about your deposit breakdown. Tell them 
how much is preferred, how much is not 
preferred or secured. Clearly set forth the 
amount of your time and demand deposits, 
the amount due to banks, trust companies, 
and other bankers. Surely the public is 
interested in greater detail regarding the 
strength of your investment portfolio. 


Les.iz C. McCDOUALL 


Mercantile-Commerce, St. Louis, 
Appoints Curry 


The Mercantile-Commerce Bank and 
Trust Company, St. Louis, has announced 
the appointment of Leslie K. Curry as 
representative of that institution in its 


Curry, a 
has had 


correspondent bank department. 
native of Kirksville, Missouri, 
broad experience in the field of rural 
credits, and was for many years assistant 
cashier of the National Bank of Kirks- 
ville. He came to St. Louis in 1933 as 
chief examiner for the Federal Land Bank 
of that city, serving in various capacities 
including being in charge of personnel and 
field contacts, and later becoming assist- 
ant to the president of that organization. 


Houston Heads N. Y. Group 


Frank K. Houston, President of the 
Chemical Bank & Trust Company of New 
York has been elected chairman of Group 
VIII of the New York State Bankers 
Association to serve for the year 1935-36. 


Pierson Opens Graduate Shool 


Lewis E. Pierson, Chairman of the Board 
of the Irving Trust Company, New York 
City, presided at the opening of the Grad- 
uate School of Bank- 
ing, organized by 
the American Insti- 
tute of Banking at 
Rutgers University, 
June 17. Addresses 
were made at this 
opening meeting by 
Harry J. Haas, vice 
president, First Na- 
tional Bank, Phila- 
delphia, Dr. Robert 
C. Clothier, presi- 

Lewis E. PIERSON = Gent Rutgers Uni- 
versity, Robert V. Fleming, first vice 
president, American Bankers Association 
and president of the Riggs National Bank, 
Washington, D. C., and Richard W. Hill, 
secretary, American Institute of Banking. 

The first session of the school continued 
through June 29. The students, however, 
will continue work at their own homes 
from August 1 to June 1, 1936. It is 
announced that the teaching procedure 
will involve a combination of the case 
system and the lecture discussion method. 
The curriculum embraces: administrative 
problems and policies, a bank’s investment 
problems, trust business, banking laws, and 
economies. 


Everett Addresses Utica 
Social Science Club 


George O. Everett, assistant vice presi- 
dent of the First Citizen’s Bank and Trust 
Co., of Utiea, New York, recently gave an 
address before the Political and Social 
Science Club of Utica Free Academy on 
the subject: ‘‘ What’s New In Banking.’’ 
Mr. Everett discussed specifically the 
F. D. I. C., the R. F. C., the H. O. L. C., 
and the F. H. A., in their relations with 
the banks of the country. 
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Sperling Active In 
Convention Work 


The month of June was an extremely 
busy one for Assistant Vice President 
I. I. Sperling, of the Cleveland Trust Com- 
pany. In addition to 
his regular bank 
duties and his many 
responsibilities as 
president of the 
Financial Advertisers 
Association, Mr. Sper- 
ling gave an address 
before the Indiana 
Bankers Association 
Convention at Indian- 
apolis, June 5th on the 
subject: ‘‘ Your Bank, 
Your Public, And 
Your Customers.’’ During this same 
period, he also found time to prepare an 
unusually comprehensive paper on: ‘‘ Pub- 
licity,’’ which was read at the Omaha 
Convention of the American Institute of 
Banking five days later. 


I. I. SPERLING 


A. B. A. Appointment To Haas 


A. B. A. President R. 8. Hecht has 
recently announced the appointment of 
Harry J. Haas, vice president of the First 
National Bank, Philadelphia, as a member 
of the Foundation Trustees. The appoint- 
ment of Mr. Haas fills the vacancy caused 
by the death of John H. Puelicher of Mil- 
waukee. 


Denver National Goes 
On Radio 


With a _ weekly half-hour program, 
known as ‘‘A Galaxy of Stars,’’ the 
Denver National Bank, Denver, Colo., is 
now ‘‘on the air’’ every Monday evening 
over station KLZ, local Columbia Broad- 
casting System member. 

The programs are electrically transcribed 
and locally announced, and feature the 
Metropolitan Symphony Orchestra, the 
Neapolitan Singers, famous opera and con- 
cert stage stars, and the noted editor and 
commentator, John B. Kennedy. 

The weekly talks by Mr. Kennedy give 
the highlights in the careers of successful 
men, and bring out the stability of our 
business structure; show the employee his 
economic relationship to his job; inspire 
listeners to a more solid estimate of thrift, 
dependability and hard work; and guide 
the thinking of listeners along sound 
financial lines. 

The bank is using various means to call 
attention to the programs, such as state- 
ment enclosures, counter cards, window 
displays, direct mail, newspaper ads, ete. 

During the first program (June 3rd) 
Mr. Kennedy gave highlights in the career 
of Charles M. Schwab, and the feature 
artist on this program was Charles Hackett. 
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I. B. A. Admits 23 New 
Members 


Twenty-three applications for member- 
ship in the Investment Bankers Associa- 
tion of America were approved by the 
association’s board of governors at its 
annual spring meeting, according to a 
report made public by Robert A. Gardner 
of Mitchell, Hutchins & Co., chairman of 
the association’s membership committee. 
The association now has 622 members, with 
644 registered branch offices, an increase 
of 117 members during the present fiscal 
year, the report says. Members of the 
association, it is estimated, handle approx- 
imately 90 per cent of the new investment 
security issues annually offered in the 
United States. The new memberships 
recently approved are: 

Atlanta, The Equitable Company; Balti- 
more, Frank B. Cahn & Company; Boise, 
Idaho, Sudler, Wegener & Company, Inc.; 
Burlington, Ia., W. D. Hanna and Com- 


pany; Charleston, 8S. C., Frost, Read & 
Company, Kinloch, Huger & Company; 
Chicago, Channer Securities Company, 
John B. Dunbar & Company, Morris 


Mather & Company, Sadler & Co.; Cin- 
cinnati, Nelson, Browning & Company; 
Davenport, Ia., Priester, Quail & Cundy, 
Ine.; Los Angeles, Edgerton, Riley & 
Walter, and Stern, Frank & Meyer; Mem- 
phis, First National Bank of Memphis; 
Mobile, Ala., King & Company, Ince.; 
Monmouth, Ill., D. W. Moffat & Co., Inc.; 
Portland, Ore., E. M. Adams & Co., Holt, 
Robbins & Werschkul; Raleigh, N. C., 
Kirchofer & Arnold, Inc.; Rochester, N. Y., 
George D. B. Bonbright & Co.; St. Louis, 
Kenneth H. Bitting & Co., Ine.; San Fran- 
cisco, Fagan Eastland & Co. 


New Elevators For 
Continental Illinois 


A contract for modernizing elevators at 
the Continental Illinois National Bank 
Building, Chicago, has been awarded Otis 
Elevator Company. This contract amount- 
ing to over $44,000.00, covers installation 
of 24 elevator cabs with signal fixtures 
and other accessory items. This modern- 
ization work will provide considerable 
employment for local labor. 


Salvage the By-Products 


Do you know that there are By-Products in your 
figures now going to waste which only The Foote Adap- 
Table Automatic Audit, Safeguard Control and Accrual 
System can recover for your Undivided Profits Account? 


Many Banks, large and small, including 36 of the 100 largest 
Banks in the United States count it indispensable. 


THE FOOTE ADAP-TABLE SYSTEMS COMPANY 


1760 East 22nd Street - 


FULTON 
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Dilley Heads New Advertising 
Agency 


James L. Dilley, 
formerly associate edi- 
tor of Rand M¢Nally 
Bankers Monthly and 
at one time advertis- 
ing manager of the 
Central Manufactur- 
ing District Bank of 
Chicago, is president 
of a new advertising 
agency that will op- 
erate under the name 
of James L. Dilley, 
Ine. 

The new agency is located in the Circle 
Tower in Indianapolis and will assist 
bankers directly and by mail in every line 
of bank advertising. 





JAMEs L. DILLEY 


Thompson And Barnett New 
Tulsa First Trustees 


Two additions to the board of The First 
National Bank and Trust Company of 
Tulsa have been announced by R. Otis 
McClintock, president. 

R. Elmo Thompson has resigned as vice 
president of the National Bank of Tulsa 
to become a vice president of The First 
National Bank and Trust Company of 
Tulsa, and at the same time was made a 
member of the board. B. F. Barnett, for 
seventeen years connected with the institu- 
tion and for seven years a vice president, 
was also elected to the board. 





R. E. THOMPSON 


B. F. BARNETT 


Born in Nashville, Tenn., and graduated 
from Vanderbilt University, Mr. Thomp- 
son entered banking by way of the legal 
profession. Leaving college in 1917 to 
enlist in the army as a private, he emerged 
at the age of 23 a captain. In 1921 he 
joined the legal department of the old 
Exchange National Bank of Tulsa, in 1926 
was made a vice president. Active both as 
a civic worker and a banker, he was 
elected president of the Tulsa Chamber 
of Commerce in 1934, has served on the 
executive committee of the Oklahoma 
Bankers Association, was several times 
state representative of the national bank 
division of the American Bankers Associa- 
tion, is a member of the Reserve City 
Bankers Association, and a speaker much 
in demand. His present work will keep 
him in touch with banks and bankers. 

Mr. Barnett began his banking career 
in Osceola, Mo., where he was born, came 
to the First National seventeen years ago, 
has worked in all departments of the bank, 
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becoming a vice president in 1928. He is 
an authority on banking practices, a close 
student of business, an observer of economic 
trends. During the depression years he 
was extremely successful in helping local 
concerns to put their business on a sound 
profitable basis, is considered one of the 
best-liked loan officers in the city. 


Corporate Trust Promotions 


At Cleveland Trust 


Promotions of four members of the staff 
of the Corporate Trust Department of The 
Cleveland Trust Co. were announced in 
June. Assistant Trust Officers A. J. Perfler 





A. J. PERFLER 


HENRY PIRTLE 


and Henry Pirtle were advanced to trust 
officers and George C. Stewart and John 
A. Sheetz were elected assistant trust of- 
ficers at the semi-weekly meeting of the 
Board of Directors of the bank. 

A. J. Perfler, a specialist in patent trust 
estates, has been with the bank since 1919. 
Following graduation from Ohio State 
University, he practiced law in Cleveland 
for nine years before joining the bank. 
He was named assistant trust officer in 
January 1921. 


Henry Pirtle also joined the bank in 
1919. A native of Louisville, Ky., he is a 
graduate of the University of Louisville 
and has been for several years prominent 
in the legal circles of this state and the 
state of Kentucky, having served as as- 
sociate editor of the Ohio Statutes and as 
editor of the Kentucky Statutes. He was 
named an assistant trust officer of the bank 
in 1921. 

Assistant Trust Officer Stewart joined 
the bank in 1923 and has been chief clerk 
of the Corporate Trust Department since 
April 1930. He is a graduate of the Cleve- 
land Chapter, American Institute of Bank- 
ing. 

Assistant Trust Officer Sheetz has been 
with the Cleveland Trust Co. for four 
years, following 10 years as cashier of the 
First National Bank of Willoughby. He 
comes of a family of bankers. A graduate 
of Capitol University, Columbus, and the 
Harvard Graduate School of Business Ad- 
ministration, he was president of the Cleve- 


You canimpart an atmosphere of 
Dignity and Stability with our 
EVERLASTING 


BRONZE SIGNS 
LEGIBLE — DISTINCTIVE 
Full Size Sketches Submitted 
Please Mention Size Desired 
U. S. BRONZE SIGN CO., Inc. 
476 Broadway New York 
“Where the Best Costs Less" 


Desk Signs 
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land Safe Deposit Association from 1932- 
34 and is chairman of several committees 
for the National Safe Deposit Advisory 
Council. 


Given Discusses National 
Economics 


W. C. Given, vice president of the Cen- 
tral United National Bank of Cleveland, 
Ohio, in a recent talk to bankers in West 
Virginia, said. regarding our present 
economic situation: ‘‘So far as natural 
resources and opportunities are concerned 
they are just as they have always been. 
We have them and they only require the 
masterful will of brave men and women 
to make them useful. There has been no 
depression in the field of material things 
in America. The natural resources are 
here, as they have always been. The de- 
pression is in our attitudes to them.’’ 


Weed Elected to Academy Board 


Charles F. Weed, vice president of the 
First National Bank at Boston, and one 
of New England’s best known bankers, 
has been elected to the board of trustees 
of Vermont Academy at Saxtons River, Vt. 


Bankers Monthly Author 


Turns Columnist 


R. E. Doan, Director of Public Relations 
of the Denver National Bank, Denver, 
Colo., and frequent contributor to Rand 
M¢Nally Bankers Monthly, is now author- 
ing a new column known as ‘‘ ’Tisn’t So’’ 
in the national weekly magazine Liberty. 

In this column, Mr. Doan takes apart 
many of the popular opinions we all hold 
regarding the sciences, weather, animals, 
health, celebrities, ete. In addition to this 
eolumn, Mr. Doan also conducts ‘‘The 
Truth Hunter’’ radio program weekly over 
KLZ, Denver station of the Columbia 
Broadeasting System. During this pro- 
gram, he traces the origin of various popu- 
lar beliefs, customs and superstitions. 


Bank Letters That Build Business by 
Kretschmer, published by the Bankers 
Publishing Company, 465 Main Street, 
Cambridge, Mass., was erroneously listed 
at $12.00 in our June issue. The price is 
$5.00. 


National Conventions 


A. B. A.—Nov. 11-14—New Orleans, La. 
(Hotel Roosevelt) 


F. A. A.—Sept. 9-11—Atlantie City, N. J. 
Morris Plan Bankers Assn.—Oct. 7-9— 
Virginia Beach, Va. (Cavalier Hotel) 


Mortgage Bankers Assn.—Oct. 26-30— 
White Sulphur Springs, W. Va. (Green- 
brier Hotel) 


Regional Trust Conference, Oct. 31 and 
Nov. 1, Los Angeles, Cal. 
State Conventions 


Montana— July 19-20—Glacier Park. 
Nebraska—probably in November. 
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939, Calculators for 


Savings Accounts 





To compile interest on savings accounts with 
8 Meilicke Savings Calculator, is no more of 
a job than simply copying answers. 

Each account need no longer be a problem 
which takes time and often causes errors, for 
by simply referring to the correct month the 
Meilicke Savings Calculator shows the time 
in months and the interest answers. 

The new Meilicke Savings Calculator is im- 
proved in design and the price has been 
reduced. 


Simply state the rate you pay and your 
interest periods—we will then send you 
a calculator subject to ten days’ trial. 


Meilicke. Systems, Inc. 


3464 N. Clark St., Chicago, lll. 


Bank Bandits Know 
PADUA 


They do not take chances in banks 
equipped with Padua Hold UpsAlarm. 
They know that the Padua Foot-Units 
can be used un- 
noticed to call the 
police and block the 
“getaway.” Let us 
quote you. 


Lift of foot sets offalarm 


PADUA Hold Up Alarm Corporation 


143 Seneca Street Cohoes, N. Y. 


ENVELOPES 


that are impressive because of 





their obvious high quality of 
materials and workmanship are 
the only kind of envelopes 


that the really CAREFUL pur- 
chaser can afford to buy. 


HECO ENVELOPE CO. 


4300 CORTLAND STREET 
CHICAGO + ILLINOIS 
TELEPHONE CAPITOL 2400 
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Getting Rid Of Old Statements 


By C. W. FISHBAUGH 


The assistant cashier of the Security Trust 
and Savings Bank, Shenandoah, Iowa, 
reports a time- and money-saving plan. 


ITH the increase in postage 

rates, two years ago, we stopped 
mailing customers their bank state- 
ments. We informed them that in- 
creasing expenses, together with the 
raise in postage rates, would in the 
future necessitate the holding of all 
statements until called for. The post- 
age expense had been averaging ten 
dollars a month, and with the in- 
erease it would be about fifteen dol- 
lars. An amount worth trying to 
save. 

For some time this worked well, 
but after two years, we found our- 
selves faced with a new problem. 
Statements were piling up and ap- 
parently there was no way to get rid 
of them. They not only made an 
unsightly pile, but there was the 
danger of losing or misplacing some 
of them. The customer forgot to ask 
for his statement—and we were for- 
getting to give it to him. The busi- 
ness firms that came in the bank 
every day were getting theirs, but 
the farmers and other accounts were 
being neglected. 

We have now worked out a plan 
that is getting rid of a large number 
of these. We purchased a dozen 





A total of $415,925,741 has been 
indicated by property owners as the 
expenditures that will be made in 
modernization work in connection 
with the Better Housing Program. 
This figure was issued by the Federal 
Housing Administration as of May 
31. However. total funds advanced 
for this work up to that date were 
only $75,833,024. As of the same 
date, contracts of insurance had been 
issued to 13,462 financial institutions. 

* ® * 


There were 1,526,119 retail stores 
in existence in the United States at 
the close of 1933. Of these 35.9% 
or 548,253 had come into existence 
since 1929, according to the Census 
of American Business conducted by 
the Bureau of the Census. 
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cardboard boxes. We use six of these 
for current statements and six for 
older ones. The bookkeeper prepared 
a list of both of these and gave each 
teller an alphabetical list. When a 
customer comes to the window the 
teller glances at the list and if the 
customer ’s name appears, he asks him 
to wait a moment. He then goes to 
the file and gets the statement. He 
crosses the name off the list. After a 
few days the lists are compared and 
brought up to date by checking off 
all the ones that have received their 
statements and adding the new 
ones. 


There are always some statements 
that we are unable to hand out. The 
customer seldom comes to the bank, 
we fail to hand him his statement, or 
a number of other reasons. In cases 
like this, we send a penny postal card 
reading: ‘‘Please call at the bank 
for your statement. Your old checks 
are the best possible receipts, and we 
believe you will find it desirable to 
save and file these.’’ 

This plan seems to be working, as 
we are now making headway into 
what was once a mountain of old 
checks. 


Washington, D. C. has more tele- 
phones per capita than any other 
city in the world. Its figure is 35.31 
telephones per hundred people. San 
Francisco comes next with 35. Third 
is Stockholm, Sweden, with 31.95. 
Chicago has 22.35 and New York has 
20.83. 


In a report issued June 14, 1935 
by the Comptroller, it is revealed 
that there were 15,597 licensed banks 
operating in the United States, of 
which 14,060 were protected by de- 
posit insurance. More than 98% of 
all depositors in these insured banks 
were fully protected under the 
$5,000 maximum. Almost 45% of 
the $36,000,000,000 on deposit in 
these banks was insured. 


Audit Your Management 
(Continued from page 403) 


41. Make an impression of the cor- 
porate seal and compare this with 
the exact name of the bank as shown 
on the charter. Make sure that all 
rubber stamps and stationery in use 
also correspond in name and other- 
wise. 

After these 41 items have been 
checked, the most important matter 
of all remains, that is, a careful 
examination of the minute book of 
the board of directors. While this is 
the most important record of the 
bank, it is frequently neglected. The 
examining authorities usually ask 
for the minute book first, and it is 
usually in the minute book where 
neglect is discovered. Very often, 
in fact, direct violations of the law 
are shown in black and white in the 
minute book. 


If you do not have sufficient con- 
fidence in your own knowledge of 
the law, then it would pay to have 
the minutes of every meeting care- 
fully checked by legal counsel. It 
seems almost needless to say that the 
minutes for every meeting should be 
dated and signed, but sometimes this 
is overlooked. 

Be sure that whoever keeps your 
minutes does not enter the phrase 
‘‘all directors present’’. The name 
of each director present must be 
recorded. I found a case not so long 
ago in which it had been common at 
every meeting to write the sentence, 
“all directors present.’’ It was dis- 
covered, however, that one of the 
directors had been dead for five 
months, and according to the records, 
his presence was recorded at each 
meeting, for he had not been re- 
placed. 

A secretary’s scratcher is sug- 
gested herewith, merely to make it 
easy for the secretary to keep records 
of certain important items, which 
must always be recorded. It would 
be a good idea for the chairman of 
the board to have one of these 
seratchers in his hands also, as a 
guide to transacting all of the busi- 
ness that should be transacted. 

This scratcher should be preserved 
in permanent form, or at least, in a 
loose-leaf binder, so that in case 
minutes have been lost, or in case 
there is any question regarding the 
minutes, the seratcher can be referred 
to. 
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REVISIONS IN THE BANK SYSTEM 


Banks not previously reported indicated by a * 





NEW BANKS ORGANIZED 
AND BANKS REOPENED UNDER SAME TITLE 

















New Banks:....... National 9; State 29; Private 2. Total 40 
Reopened Banks:.. . State 29; Private 1. Total 30 
New Branch Banks: National 12; eee Total 56 
State & Town NaME OF BaNK aND TRaNsiT NUMBER | CaprraL [Sunruce | PRESIDENT CasHIER 
Arizona 
Bisbee PO Oe ee, Ce I, Fv cc cccdeles nds epecshescceCeddeacesdecccesééeoste M. J. Cunningham, Manager 
Arkansas Douglas 91-20. (Opened May 15) 
Augusta Bank of Augusta 81-718 (Opened March 1) $ 25,000'$ 5,000'C. C. Heckart W. B. Conner 
DeValls Bluff *Planters Bank & Trust Co. Ncata's GADES Dian wtesuaelemkeecdUed caudeeescnedekeds ebbon eens otnbaaesuencuee 
(Tellers Window of Forrest City) | 
Lonoke First State Bank 81-200 (Opened March 1935) 10,000 5,000/H. E. Benton Neill Fletcher 
| Common | Surplus | 
| 15,000) | 
| Preferred | 
Yellville rae Banking Exchange (Cooperative Bank) Gicacéeneccel Lon W. Berry Hugh Wolfe 
California | 
East Bakersfield Anglo California National Bank of San Francisco |..........|.... 22. --e|eececccccccccccccececececs G. W. Gunter, Manager 
(Branch of San Francisco) 90-1354 } | 
; (Opened March 16) 
San Bernardino |Bank of America National Trust & Savings Assn. |... .......|... 200s cccleccccc cece cnccscccceceees A. H. Brouse, Manager 
| of San Francisco, Base Line Branch 90-136 
: (Opened March 25) 
San Bernardino Ce eb, naccdecelanieckeuselesweeedsaneadabeteaned beet J.C. Ralphs, Mgr. 
: (Branch of Riverside) 90-137 (Opened Apr. 13) 
San Diego Bank of America National Trust & Savings Assn., |... .......).... 0 ccccclecccccccccccccccccccsccece C._L. Cotant, 
Exposition Branch of San Francisco. 90-1357 Vice President and Mgr. 


Located in Panama-California Exposition) 
| rounds) (Opened May 6) 


Victorville | Bank of America National Trust & Savings Assn. |........ B AEE PIPE RO TE A Oe PPE ET Te T. W. Andrews, Manager 
| of San Francisco, Victorville Branch 90-1356 
Florida (Opened March 25) 
Orlando Central Title & Trust Co. 100,000) . i E. W. West R. S. Carr, Treasurer 
| Surplus 
Panama City |*Bay National Bank (Charter issued May 29) rr John L. McFarlin, Jr. E. L. Robinson 
ville *Citizens Exchange Bank 64-1161 (Private) Pee ey i : J. F. Harrell J. H. Walker 
(To open about June 1) , 
Atlanta |Southern Savings Bank 64-21 (Organized Jan. 2) 50,000 16,440 J. G. Burckhardt, Jr. J. B. Dickey 
Lumber City i ae €§€=§|§=—(lhh oc cccsehene ss eedechedacacetendechsaaaeeseceus E. A. Mixon 
(Opened February 25) 
a a | Exchange Bank 64- 1160 (Opened April 22) ta edineuad E. H. Conner T. E. Woodruff 
Honolulu American Security Bank (Opened April 20. Re- 200,000 50,000 Leong Chew Ching K. Amona 
organization of Chinese American Bank which Surplus 
closed Sept. 18, 1933) 
Kapaa (Kauai) | American Security rr ern hs bos cea cabs tens cecnelysaecandeceesnccadcwscauss Chang Yau, in charge 
oti lulu) (Opened April 20) 
O) 
Filer |*Fidelity National Bank (Branch of Twin Falls) (..........)... 00sec e cecwees 2a. cca eeeeee |. S. La Hue, Manager 
92-163 (Opened May 18) 
Illinois } 
Aledo | National Bank of Aledo (Charter issued April 2. Le J. W. Murphy T. T. Schafer 
Succeeded Farmers National Bank, in receiver- Common| 
| ship October 30, 1933) 25,000) 
| Preferred 
Chicago ~— ~ 47 oo Bank 2-418 (Charter issued — tehcamees C. A. Beutel Ernest Johnson 
arc 
Moline Moline State Trust & Savings Bank 70-125 | 500,000) 300,000 Fred W. Allen J. E. Shearer 
= February 17, 1933, reopened April 18, } 
Wyoming First National Bank in Wyoming 70-725 (Charter _ Se H. M. Shearer C. A. Morrow 


issued April 17. Succeeded National Bank of} Common } 
Wyoming in receivership March 25, 1933) | 


| 





Indiana Preferred | 
Edinburg Edinburg State Bank 71-1290 (Opened April 25) 30,000) 8 ius bkawad sevnccdds cucddabvacceeRbceetecugpsatakacnaeebns 
we us 
Upland | Citizens State Bank, Branch of Fairmount ore toaca tenes cd eusdakaatate reas D. E. Reynolds, Mgr 
Iowa | 71-1289 (Reported May 10) | | 
Calamus | Union Savings Bank (Office of Grandmound) —s i... 2. elec cece cece cece cence cece eeeeeeece | tees eeeeeeeeeeeseenesees 
(Certificate issued March 27) 
Decorah “Coaaity Lay yl & Savings Bank 72-2169 25,000! 7,500 Wm. Bayken J. J. Jaeger 
‘o open June 1 
Dougherty —_— Lig | Bank Tn §«=«—«>—(élvwcannwaudhd uchadeubhélavessannivactaxesstankenta dhe educrdanecdunsaeseadns 
Hansell sneahan a Id ad Bank (Office ¢ aes sdk ae aap eideaes DV eGehebialiaunueeas db ckeuseunweenened H. O. Webb, Manager 
(Certificate issued February 1 ‘ 
Iowa Falls Citizens State Bank 72-2167 | be y= 15) | 35,000 10,500 I. B. Bleeker E. H. Klisart 
Keystone Keystone Savings Bank 72-2168 (Open pril 27) | 25,000) 5,000 Clarence Nichols F. J. Hoskins 
Laurens wo Om Bank 72-2166 (To open about WS cid wedwea E. K. Winne E. B. Pannkuk 
Mitchellville Euclid Avenue State Bank (Office of Des Moines) | SPOT LE LEER TOT | REE eg es RUE he Pere D. A. Price and B. F. Roth- 
, | (Opened February 11) | rock, in charge 
Mystic Towa Trust & Savings Bam occ ccc c cee c ccc ccccclecccccccccccccccccccecees eligenducsenabendeudateenene 
(Office of Centerville) : | 
Panora Guthele County Ghats Dank (OGiee of Guthele fn nw ccc feces ccc cele cc cc ccc cc ccsccccccecceses|stsccveccccescesescsceoese 
Center) ( yy February 18) 
Peru Ce EU aki cadndenlaweescvdcubescscdaesccasubaceuesadene P. F. Beeler, Manager 
(Opened January 2) 
Ralston Security Savings Bank (Office of Scranton) = _.......... la wigiawhd wees tgcctudancdsekeeaeennaaees Earl Adams, Manager 
(Opened February 23) 
Taintor Taintor Savings Bank (Office of New Sharon) |.......... Riau kind aalesctanek tAaaaeadeedeenase G. B. Craver, Manager 
Kansas (Opened February 23) . 
Eureka Citizens National Bank in Eureka 83-227 (Charter , Re L. A. Ladd R. L. Marlin 
issued April 1) (Reorganization of Citizens Na-/ Common 
tional Bank, in receivership February 24, 1934) | le» Pan ys 
reterr 
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State & Town NAME OF BANK AND TRANSIT NUMBER CaPITAL oo PRESIDENT CasHIER 
Kentucky ’ Ps % ? ete : cian a a: } 
Caneyville wee Conny sito Pe ae March 24, $ 25,000) $ S.a08 G. L. Young Lee Rains 
| 3, reopened April 1, 5 Surplus 
Corbin |Corbin Deposit Bank 73-785 (To open May 18) 25,000 Po.500 S. B. Marcum Wm. Marcum 
Dry Ridge | First State Bank 73-381 (Opened March 16. MNEs éc.cwcases D. F. Barker G. C. Mullins 
| Reorganization of First State Bank & Trust Co. | 
which closed September 7, 1931) 
Greenup | First & Peoples Bank (Agency of Russell) Sie a edit eels kee ees Kaptkidendd caskets sah okd dt ebeaek adie becoeeseeseriaae 
(Opened ebruary 11, 1935) | 
Owensboro Citizens State Bank 73-48 (Opened May 1) 30,000 15,000|J. D. Russell O. L. Greer 
| | Surplus 
Wilmore monty ce of Nicholasville) Joiesa00ccas have cccccesfesenssesessskecwseseusoece ate Mosousrite —— is, 
ru | sst. hier in charge 
Louisiana | sean . ? 
Cotton Valley | Peoples Bank & Trust Co. POPE TU PS, Pe eL ee Cire TTT CCE CTE TR CT ey Pee Pe aE eee re er. 
y (Depository of Minden) | | 
Springhill |Peoples Bank & Trust Co. Lés'a.sikne pa ebead ane adabibee see cahas Otee wae eee RERS OS Ce re es ( 
i (Depository of Minden) | 
Maine | | | 
Fryeburg |\*Casco Bank « Trust Co. (Branch of Portland) |......... ere tees pdach ame’ CsiUea so eee |Alvin D. Merrill, Manager 
Met Northfield | First National isenk & Trust Co. (Tell | | I 
ast No e! irst National an Dre Rida cous caRegs wkee sabes eneo budkweseeacuccuemend eon R. Alexander, Mana 
Michigan | Window of Greenfield) (Opened March 1) | | er ti 
Almont | Almont Savings Bank 74-505 (Conservator bank. |.......... be ki'ew ancaeae Shee SsaRe pews aeeuh sade eenae aurbes cena se aeGee ete 
Reopened March 18) | | 
Belding | State ovings ee | ates Branch of Ionia) j|.......... Died antici EEC OTe OOOO ES Ne \C. H. Cook, Manager 
74-118 pene ay 8 | | 
Carsonville Exchange State Bank 74-528 (Conservator bank. errr err |H. F. O'Conner iF. C. Crorey 
Reopened March 23) 
Clarksville |Edwin Nash State Bank 74-596 (Conservator |.......... ikea onan La caesbaG ba heseRUEEDCNS aE eeneeRsaeas eevetewe nee’ 
- | bank. Reopened March 13) 
East Detroit | First State Bank 74-1016 (Closed Sept. 30, 1932, | re H. J. Mok A. C. Leise 
| reopened Feb. 25, 1935) 
Fraser i ——h | Neri 74-651 (Conservator bank. | rere |H. J. Bohn H. J. Bohn | 
eopen eb. 22 
Holly | First State and Savings Bank 74-391 (Opened Ee ic. N. Bigelow W. E. Lentz 
March 28. Succeeded First State & Savings | 
: Bank, under conservator) | 
Hudsonville Hudsonville winenev y= 2 we a (Conservator 25,000 P 2,000/Orrin Edson F, F. McEachron 
an! eopen arc! rofits 
Imlay City |Imlay City State Bank 74-1187 25,000 5,000/ Elmer Shumar |D. N. Weiss 
. | (To open about June 1) | Surplus | 
Lake Orion — a —_ — (Conservator bank. cis eee oes |Lee Earle K. B. Chapin 
} eopene arc. } } | 
Marlette *State Bank of Sandusky (Branch of Sandusky) ie dine aatee ts ae ha ceatat ates ...|Roy McDonald, Manager 
. 74-1188 (Opened June 1) 
Munising |*Peoples State Bank 74-318 Peer ts ree eres eee eee pieu vp Res werare kee edous meee 
(Conservator Bank. Reopened May 29) | | | 
Munith — ae —— 74-1102 (Conservator bank. | rr ey Ww. E. Fleming F. W. Ford 
eopened Feb. 5) | 
Otisville Otisville State Bank 74-777 (Conservator bank. | 25,000 700|J. A. Parker |H. F. Randall 
Reopened April 2) | —— 
| ofits | 
Richmond Macomb County Savings Bank 74-708 } reer |H. E. Parker |E. G. Pinney 
(P. O. Lenox) (Conservator bank. Reopened April 4) | | 
Standish |State go nove > a ed (Conservator Try ee rrr eer |H. A. Chamberlain Coulson Blair 
an eopen ar. | | | 
Swartz Creek | Bank of Swartz Creek, Private 74-857 (Closed | Perr a M. D. Davison |Floyd Larabidier 
|__ Jan. 7, 1932, reported reopened April 3, 1935) | | | | 
aa, moo ieee 74-1185 (Branch of Bad Axe)|........../......-5-- RR eer ree err eee |F. H. Brown, Manager 
esota (Opened in Fe | | | 
mA : | Elgin State Bank 75-1611 (To open May 14) | 10,000) ? 2,000) C. D. Hayden IF. J. McCullough 
ississippi | | Surplus | | 
Ethel | | Merchants & Farmers Bank (Ethel Branch Lccesle seating Josccccccccclocccccceccccsscceccccssees C. M. Breazeale, Mer. 
Missouri | Office of Kosciusko) (Opened January 5) } | } 
Berger | Farmers & Merchants Bank 80-888 (Charter | 25,000) 5,000/Wm. D. Schaffner |M. L. Tugel 
issued May 3. Taking over acceptable assets | Surplus 
|__ of Bank of Berger and Peoples Bank) | | 
Hermann |Hermann Bank 80-1799 (Opened Feb. 25) | 25,000 . — B. Walker Fred C. Wittrock 
Surplus 
St. James |*St. James Bank 80-1802 (Chartered May 9. 10,000} =: 5,000) W. E. McComb W. W. Jackson 
To open June 3) | Common Surplus | 
15,000 
| Fe ' | Preferred | 
Senath | ; |Senath State Bank 80-1801 (Opened May 1) } 25,000) 5,000 Thos. F. Donaldson |B. T. Browning 
University City Delmar Bank of University City 80-1800 | 45,000 10,000 Claude A. Eaton |A. J. Butter 
(Opened March 21) | Common | Surplus 
55,000 
Nebraska =r , | Preferred | | 
Norfolk *National Bank of Norfolk 76-1272 | 25,000) 20,000/R. E. Montgomery Edgar Scheips 
(Opened June 1. Purchased acceptable assets Common | Surplus | 
iets of Security State Bank) | 75,000) 
eva | Preferred | | 
Fallon ; First National Bank in Reno (Branch of Reno) SOAPS Ere re PONE PRP r ey Pree rr ee eee H. E. Haworth, Manager 
New Hampshire 94-60 (Opened May 1) 
Warner ee Dn ee, MON OE TOOWONG bisa dvk dd cc]awd ose dciec evisieweddseneee ence couse W. P. Miner, Mer. 
New Mexico (Reported May 10) | : 
Ft. Sumner ene on | Clovis (Agency of Clovis) (eee OTP Ferree eer Pre ree re or. Clyde Royle, Manager 
(Opened April 15) | } 
Jal *Jal Check Exchange (Tellers Window of Lea |. 5 WORE RGAE Ra Gh s Oa aEseEN OEE EON vee eta .....|T. N. Meyers, in charge 
County State Bank, Lovington) | } 
New York — (Reported May 10) } 
Alexandria Bay Northern New York Trust Co. (Branch of errr aid £5 Ge malah ye bis ees Ree Sib re Beem |Lynn Springsteen, Mer. 
Watertown) 50-1171 (Opened April 1) | | | 
Mamaroneck County Trust Co. (Branch of White Plains) POCO SENT ere: ere Serr ey ee re es |Wm. F. MacDonald, Jr., 
North Carolina (Opened March 1) | Manager 
Apex Durham Loan & Trust Co. (Branch of Durham) |.......... dcescukadebei ick ete eee |\J. M. Herndon, Mgr. 
| 66-909 (Opened April 15) | | | 
Aulander Bank of Ahoskie (Branch of Ahoskie) 66-912 bi Sb erins Oe aS eek Ran ee ek ROs Tema emia aaa R. L. Wilson, Manager 
(Opened May 6) | 
Canton Bank of Clyde (Tellers Window of Clyde) sere Lis koretehucekeds<e a Conese ene trae T. H. eS in weecere 
Hamilton Guaranty Bank & Trust Co. (Tellers Window Pere, Peep meerrrt, few: dane CRs EOS er 
of Greenville) (Opened April 29) | 
Harmony | Bank of Elkin, Harmony Branch of Elkin. SEP E Te! MES REN POPE ERENT PER hyn a BS esc arbucnts Sotetneleiae teh 
, (Open April 2) a 
Huntersville Bae 65 Coons Cree Window oF Comme) bo. .o oso o's ci hacc cs Scvecbsssvaccusososseccucseewcus F. G. Barnette, Mgr 


(Opened March 30, 1935 
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Strate & Town NaME OF BANK AND TRANSIT NUMBER 
North Carolina | 
Old Fort |Bank of Black Mountain (Receiving Branch of 
Black Mountain. Opened February 23) 
Swanquarter Engelhard Banking & Trust Co. (Branch of 
| ngelhard) 66-910 (Opened March 14) 
Washington Guaranty Bank & Trust Co. (Branch of Green- 
. 66-121 (Opened March 25) 
Weldon |Bank of Halifax (Office of Halifax) 
| (Reported by Head Office) 
Whitakers Peoples Bank & Trust Co. 66-907 (Branch of Rocky 
: | ount) (Opened February 25) 
Williamston \Guaranty Bank & Trust Co. (Branch of Green- 
ville) 66-908 (Opened March 28) | 
North Dakota } | 
Rolla |Rolette County Bank (Opened April 24. Formerly | 
| Benson County Bank, Minnewauken, which 
Ohio |. closed January 4, 1935) | 
Fremont | Capenty Banking Co. 56-276 (Conservator bank. 
pened April 5) 
r Morristown loorristown State Bank Company 56-1056 } 
(Conservator Bank, closed Jan. 12 and reopened | 
ager | June 1) 
Newark |Union Trust Co. 56-126 (Conservator bank. 
| Reopened March 4) 
Sharon Center |\*Sharon Center Banking Co. 56-1210 
(Conservator bank, reopened May 20) 
Silverton \Silverton Bank 56-1353 (Co nservator bank. 
Reopened March 8) 
West Manchester |First State Bank 56-1198 (Closed March 13, } 
| 1934, reopened March 30, 1935) 
Oklahoma 
Cherokee |Farmers Exchange Bank 86-1255 
Oregon | (Opened March 1) 
Stayton First National Bank of Portland (Branch of 
Pennsylvania Portland) 96-341 (Open May 4) 
Littlestown |Littlestown State Bank 60-994 (Opened April 1. 
Reorganization of Littlestown Savings Insti- 
tution which closed September 22, 1931) 
Masontown we _— Bank 60-1756 (Charter issued 
| Pp 
Minersville ao Safe Deposit Bank 60-598 (Opened 
| Ane 15) (Reorganization of Miners State Bank 
ich closed Sept. 30, 1933) 
, Renovo |\Citizens Bank of Renovo 60-1414 ( med in 
| March 1935) (Successor to State Bank of 
Renovo, which closed Feb. 1, 1932) 
St. Clair |Peoples Safe Deposit Bank 60-1352 (Opened 
| Feb. 18. Reorganization of Citizens Bank, 
South Carolina closed Sept. 30, 1933) 
Fort Mill |\*Fort Mill Depository 67-713 (Opened June 8) 
Greeleyville |Greeleyville Cash Depository 67-711 (To open 
about April 20) 
Lake City |Palmetto Bank & Trust Co. 67-708. Opened 
March 11. (Succeeded Palmetto State Bank) | 
Lexington | Lexington iepeneey 67-707 
(Opened February 6) 
Springfield |\Springfield Depository (Opened Mar. 4) 
Westminster |\*Westminster Depository, Inc. 67-712 
| (Opened May 23) 
York |Bank of York 67-710 (To open about April 15) 
South Dakota | 
Delmont |\*Delmont State Bank 78-355 
| (Closed Dec. 11, 1933; reopened June 5, 1935) 
Groton First National Bank of Aberdeen (Groton Branch |... . 
of Aberdeen) 78-131 (Opened April 1. Succeeds 
: _ ° ae Bank, voluntary liquidation 
Pp 
Redfield |First National Bank of Aberdeen (Redfield Branch 
Texas |_ Bank, voluntary liquidation April 1) 
Athens |Farmers & Merchants State Bank 88-2177 
| (Opened May 1) 
Junction |Junction National Bank 88-2176 
Kirbyville |The Rahereie State Bank 88-372 (Opened 
Utah February 13) 
Fillmore |\*Millard Branch Bank (Branch of Richfield 
| Commercial & Savings Bank, Richfield, Utah) 
97-145 (Opened May 20) 
Heber |Commercial Bank of Heber City 97-70 
| (Opened Feb. 20) 
Nephi *Commercial Bank (Opened May 27. Assumed 
Vie | deposit liability of Central Utah Bank) 
erndon Citizens National Bank 68-722 (Opened Feb. 15 
Succeeded National Bank of Herndon, closed 
Jan. 10) 
Victoria |\*Peoples National Bank 68-499 (Opened about 
June 1, charter issued May 25) 
Wisconsin 
Edmund Farmers Savings Bank (Receiving & Disbursing 
Station of Mineral Point) (Opened April 27) 
Hawkins |Security State Bank (Receiving & Disbursing 
; | Station of Ladysmith) (Opened Oct. 29) 
Plain |Farmers State Bank (Receiving & Disbursing 
ee nge y of my Green) (O _ May 11) 
Plum City |Bank of Durand (Receiving & bursing 
Station of Dore (Opened Dec. 29) 
Warrens *Farmers & Merchants Bank (Receiving and eens 
Disbursing Station of Tomah) (Opened May 18) 
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of Aberdeen) 78-63 (Succeeded Redfield National Pc a ee en ae were ee 

















CAPITAL Po © PRESIDENT | CASHIER 
abe TREE ws 
shecucektulaassecened ba cccccccccsccsscescesccccc| Mes A. Matiiows 
OS cceeecefeccncccsccbessccedcccesccsseeccecade H. 8. Gurganus 
“eee ee eeee Se rn pean ae one ee. eee eae 
CiGeennens a x ae Se bb Waa Oddi heen be mee a ene 
pa dunedes afoncdcecccehedvaccccdccccavoccusdscecclescosececcssesessocacceaes 
$ 15,000) $ 12,000) F. A. Foley |Oscar Hjelt 
50,000). .......4 |Dewey Dunmyer Ray Bucher 
25,000) 9,000|J. W. Ambrose \F. S. Milner 
| | 
200,000| 121,000|Wm. T. Suter C. T. Siegel 
25,000 5,000|John Bell iF. D. Vallen 
Surplus | 
25,000 6,400|Henry Sonneman Thos. F. Behrens 
Comme | 
25,000 10,000|C. A. Leas \R. P. Eyer 
Debentures 
25,000 5,000| P. Stein \Carl S. Dunnington 
enteodksaddieg aaa ee a naa EE F. B. Keeler, Mar. 
50,000 25,000|/L. D. Snyder Wm. B. Downes, Jr., Treas. 
Surplus | 
err C. M. Shank \Geo. W. Breakwell 
100,000 55,000|Charles Quandel E. P. Oliphant 
50,000 25,000|Lewis Pfoutz \C. E. Harlan 
Surplus | 
LT ET T. D. Morris IF. P. Zarr 
| 
2,500 SE ee: NN, TN; GD TOE a oo. kak niccecdcescuddindes 
2,500 250|/A. M. Schreiberg |W. H. Connor 
Trrrerrre) (TTTrerrey) PTET TTT LTT Seecbavaeewescedtasnvendceae 
2,500 500|T. C. Callison |F. Ballentine 
Surplus 
2,500 250|0. T. Fulmer Essie Givens 
faccccccces 2,500|/K. W. Marett |Z. T. Abbott 
errs C. J. Youngblood lV. Q. Hambright 
15,000) 3,000/H. S. Billman iC. J. Johanson 
cusp daeen ddan wee aeaunee ...\J. Williams, Manager 
M. B. Slaughter, Manager 
} oo eee Tee Ir. P. Faulk T. D. Evans 
| | 
25,000 5,000|J. L. Cunningham L. S. Johnson 
os Surplus } 
Preferred 
TE cad Gonisbad Budde ede leer Rekeenasens Ric eecebada edan ae eeteeaes 
Sek hdhnwes re ree |Ray Monsen, in charge 
|, re ip. P. Thomas \Riley Draper 
| Capital | 
& Surplus } 
reer ee |P. P. Thomas |Max Thomas 
| | | 
25,000 5,000/R. R. Reed |J. B. McDaniel 
Common Surplus 
25,000 
| Preferred | 
SE ckatiendne Aubrey B,. Chandler /Thomas I. Hardy 
Common | 
25,000 | 
Preferred | | 





a EE Fens Se men renee er ae ln. J. Beck, in charge 
ae a aG adie OU dA baw eaaw nent ieaewaneeeateowede i'M. O. Haugsby, Manager 
Gui. s.b aus nih eoudeadnalendecus ceekweee er ekda areca J. W. Brickl, Manager 
eaavebeds Deicidinlah onsbeweesdvudganaanWtnnees «cada eee ene 


wihistpteccdecnketuwebanewade H. H. Hinton, Manager 
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NEW BANKS ORGANIZED 
AND BANKS REOPENED UNDER SAME TITLE 








Strate & Town 


Name or Bank aND TRANSIT NUMBER 


| CapiraL 


\SurpLtus & 
Prorits 





Virgin Islands 


hristiansted 
(St. Croix Isl.) 


St. Thomas 


State & Town 


Alabama 
Birmingham 


Birmingham 


Fairfield 
Leeds 


Arizona 
Ajo 


Casa Grande 
Clifton 
Coolidge 
Glendale 
Globe 
Hayden 
Kingman 
Mesa 

Miami 


Phoenix 


Prescott 
Safford 
Superior 
Tucson 


Arkansas 
Horatio 


Jonesboro 


North Little Rock 


California 
Bakersfield 


Lemoore 


Virgin Islands National Bank (Branch of St. 


Thomas) (Charter issued and branch authorized 


April 30) 


Virgin Islands National Bank (Charter issued 
April 30) 


PRESIDENT 


CasHIER 





MERGERS. CONVERSION, REORGANIZATIONS, ABSORPTIONS 


AND CHANGES IN TITLE 





PRESENT NAME AND 


TRANSIT NUMBER FoRMER NAME 


*First National Bank, North Birmingham 
North Birmingham Branch American Bank 
*First National Bank, 
Woodlawn Branch 

*First National Bank, Fairfield American 
Fairfield Branch of National Bank 
Birmingham 61-279 

*First National Bank, Leeds Leeds-American National 
Branch of Birmingham Bank 
61-548 


\Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-98 (Branch) 


iValley National Bank Valley Bank & Trust Co. 
| (Branch of Phoenix)91-162 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-39 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix)91-159 (Branch) 


\Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix)91-108 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-24 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-81 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix)91-160 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-50 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-56 (Branch) 


er National Bank Valley Bank & Trust Co. 


Valley National Bank Valley Bank & Trust Co. 
| (Branch of Phoenix) 91-36 (Branch) 


Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix) 91-58 (Branch) 


\Valley National Bank Valley Bank & Trust Co. 
(Branch of Phoenix)91-161 (Branch) 


Valley National Bank 
Co., Phoenix 


[Horatio State Bank 81-342 Bank of Gillham, Gillham 





\Citizens Bank of Jonesboro Peoples Bank, Bono 
81-613 


[The Twin City Bank 81-54 Twin City Savings Bank 
(voluntary liquidation 
April 4) 


Anglo California National Firet National Bank in 
Bank of San Francisco Bakersfield 
(Branch of San Francisco) 
90-141 

Anglo California National First National Bank 
Bank of San Francisco 
(Branch of San Fran- 


_| cisco) 90-489 _ 


Woodlawn-American Bank 


How CHANGED 


Conversion 
Eff. May 6 

Conversion 
Eff. May 8 

Conversion 
Eff. May 9 


Conversion 
Eff. May 10 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


\Conversion 
| Eff. Feb. 11 


Conversion 
| Eff. Feb. 11 


\Conversion 
| Eff. Feb. 11 


‘Conversion 
| Eff. Feb. 11 


Conversion 
Eff. Feb. 11 


Consolidated National Bank|Merged and 
(Branch of Phoenix) 91-11 with Valley Bank & Trust) operated asa 


branch 
| Eff. Feb. 11 
[Moved and 
| changed title 
March 5 


|Moved and 
changed title 
April 25 
Rep! 
April 5 


Succeeded 
March 16 


Succeeded 
March 30 


PRESIDENT 





B. E. Hendrix 


\J. A. Cash 


H. O. Topf 








CHANGES DUE TO CONSOLIDATIONS 


CASHIER 


Manager 
R. W. Daly, 
Manager 
Harris Moriarty, 
Manager 


Roy Rogers, 
Manager 


Manager 


D. 8. Tuthill, 
Manager 


C. A. Spezia, 
Manager 


\R. 8. Langford, 
Manager 


|R. E. Moore, 
| Manager 


G. A. Johnson, 
Manager 


\L. A. Peart, 
Manager 


|H. T. Ward, 
Manager 


\L. W. Fletcher, 
Manager 


\J. D. Williams, 
Manager 


H. L. Dunham 


|H. W. Faulkner, 
Manager 


\Clayton Hakes, 
Manager 


'T. 8. White, 
Manager 


\J. F. Houston 
Manager 


C. E. Hendrix 


S. V. McKinney 


\R. J. Rice 
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CHANGES DUE TO CONSOLIDATIONS 


MERGERS, CONVERSION, REORGANIZATIONS, ABSORPTIONS 
AND CHANGES IN TITLE 











pene ee Former Name How Caanoep | Carrrat |SURPLUs & 








Anglo California National |San Jose National Bank Succeeded 
Bank of San Francisco Feb. 16 
(San Jose Branch of San 
Francisco) 90-84 

Wilmington California Bank of Los California Bank of Los Change in title 

Angeles, Wilmington Angeles, Seaboard Office of office 

Office 90-979 Rep. April 8 

Colorado 


Craig Moffat County State Bank (Simla State Bank, Simla Moved and . W. Bieser 
82-453 changed title | 

May 11 

Strasburg First National Bank 82-366 | Bennett State Bank, Bennett/Taken over . E. Totten 


March 30 

Florida : 
DeLand First State Bank 63-477 Orange City Bank, Moved and \|E. B. Alling 
Orange City changed title 


March 14 
Georgia erred 

Lyons *Peoples Bank 64-1131 J. F. Darby Bank (Private) |Incorporated as a |W. A. Estroff iW. T. China 
state bank, } 

0 June 1 
Twin Falls *Fidelity National Bank of |First National Bank, Filer |Moved and IG. H. Shearer Roy Painter 
Twin Falls 92-39 ery title } 

May 1 


First State Bank 70-528 First National Bank, Percy |Sold Rep. April23 


First Trust & Savings Bank |First National Bank Took over 25 H. Bischel 
72-872 business 
April 22 
Glidden First National Bank in First National Bank Succeeded 16,545|D. E. Waldron H. W. Porter 
Glidden 72-709 (New | | | 
charter issued Feb. 20) 
Marshalltown *Commercial State Bank Iowa Savings Bank SNe nes acs xalasaeadsadel O. C. Stangeland (G. H. Clark 
72-95 Eff. May 15 
New Hampton *New First National Bank (First National Bank in New |Change reported 
72-364 (Correct title at Hampton in March 
present) Bankers 
Monthly has 
not become 
effective to date 





New Sharon Taintor Savings Bank Taintor Savings Bank, 


oved O. H. Pathoven 
72-1609 Taintor Feb. 23 





Reserves 

Ogden City State Bank 72-518 First National Bank with Merger ~_ . R. Shurtz Arnold Boehm 

City State Bank Eff. April 15 7 
Scranton Security Savings Bank Ralston Savings Bank, Moved and . C. Hamilton E. F. Buehnke 

72-1545 Ralston gow title | 
eb. 

Sheffield Sheffield Savings Bank Hansell Savings Bank, . F. Oberg H. O. Webb 
72-1860 Hansell i 


Lakin Kearny County Bank Deerfield State Bank, W. Campbell _ (|W. A. Applegate 
83-662 Deerfield, with Kearny Eff. April 20 | 
County Bank, Lakin : 
Logan First National Bank 83-459 |State Bank of Logan Deposit ces W. Wiltrout J . W. Baird 
assum 
; : Feb. 23 | \ 
Logan First National Bank 83-459 | Farmers State Bank, Speed be = gr’ W. Wiltrout J. W. Baird 
arc’ 

Montezuma *Montezuma State Bank Peoples State Bank, Ensign, | Merger L. Fry, Jr. E. E. McReynolds 
83-1131 | a amare State Eff. April 27 | 

ank 











| 
Louisiana 
Arcadia First National Bank in |First National Bank Succeeded . \J. H. Madden 
Arcadia 84-122 (New | } 
charter issued March 20) | 
Harrisonburg *Catahoula Bank 84-185 Harrison-Catahoula State (Succeeded 
| Bank Rep. May 27 
Jonesville *Catahoula Bank (Branch of| Harrisonburg-Catahoula |Sueceeded 
Harrisonburg) 84-191 State Bank (Branch of | Rep. May 27 
Harrisonburg) 


\F. W. Hubbard Oscar Rogers 


ey Hubbard State Bank State Bank of Frank W. Title 

74- Hubbard & Co. Rep. Feb. 18 , 
Mason First State Savings Bank First State & Savings Bank |Title . J. Bond C. L. Bickert 
74-368 Feb. 5 


Otsego State Savings Bank 74-778 (Citizens State Savings Bank | Merger Wm. Drew H. G. Vincent 

= State Savings Rep. Feb. 22 Surplus 

an | 

Citizens State Bank 74-308 “7 Trust & Savings Title Feb. 11 103,000/E. C. Wright |B. P. Tagart 
| Ba } 








Chatfield - State Bank \First State Bank Change in title 11,090|G. A. Haven |A. M. Schilling 


May 
Comfrey Peoples State Bank 75-963 (State Bank of Verdi, Verdi |Moved and 4,000/J. E. Poula IE. H. Tams 


changed title i Surplus 
} April 27 10,000 


Dassel Dassel State Bank 75-1341 |Wright State Bank, Wright | Moved and 20,000 6,000/S. O. Ilstrup A. R. Anderson 
| — | 
‘eb. 


Monticello Wright County State Bank (First State Bank, Silver |Moved and 20,000 4,380/Nic Schermer H. N. Lungwits 
75-1152 | Creek Sarees title 
| | eb. 
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CHANGES DUE TO CONSOLIDATIONS 


MERGERS, CONVERSION, REORGANIZATIONS, ABSORPTIONS 
AND CHANGES IN TITLE 








PRESENT NAME AND 


Surpius & 
Transit NuMBER 


Prorits 


Stats & Town Former NaME How Cuancep | CapPiraL PRESIDENT CasHIER 





Minnesota 
St. Charles First National Bank in St. 


Citizens State Bank 
Charles 75-327 


Assets purchased 
March 23 


$ 20,000 
Common 


30,000 
Preferred 


$ 10,320\F. J. Kramer eo. Eckles 


Mississippi 
Collins 


Sumrall 


Missouri 
Browning 


Kansas City 


Moberly 
Pattonsburg 
Poplar Bluff 


Montana 
Butte 


Nebraska 
Alliance 


New Jersey 
Bayonne 

New York 
Beacon 


Ithaca 


Kenmore 


North Carolina 
Belhaven 


Bethel 


Greenville 
Snow Hill 


North Dakota 
Carson 


Oklahoma 
Cheyenne 


Hominy 


Lamont 
Watonga 


Pennsylvania 
Harrisburg 


Robesonia 


Upper Darby 


South Carolina 
St. George 


Union 


South Dakota 
Aberdeen 


|\State Bank & Trust Co. 
| 85-390 


|Lamar County Bank 
(Branch Office of Purvis) 


\*Citizens Savings Bank 

| 80-647 

|Inter-State National Bank 
| 78-2 

\City Bank & Trust Co. 

| 80-74 

} 


\*First State Bank 80-493 


Bank of Poplar Bluff 
80-124 





Miners National Bank 93-7 
| (New Charter issued 
| April 30. Opened May 1) 


Alliance National Bank 
76-86 


[Brody National Bank 
55-127 


*Beacon Savings Bank 
50-373 


*Tompkins County Trust Co, 
50-264 


| 
|State Bank of Kenmore 


Guaranty Bank & Trust Co. 
(Branch of Greenville) 
66-608 


Guaranty Bank & Trust Co. 
(Branch of Greenville) 
66-312 

wey: fo Bank & Trust 

0. 
Guaranty co & Trust 


Co. (Branch of Greenville) | 
66-874 


Grant County State Bank 
77-830 


\Security State Bank 86-958 
|National Bank of Commerce 
86-464 


\State Exchange Bank 
86-875 


Watonga State Bank 
86-1232 


\Capital Bank & Trust Co. 
60-86 

*Robesonia State Bank 
60-1602 


\*Upper Darby National 
Bank 60-1739 


\*Farmers & Merchants Bank 
= of Walterboro) 


Arthur State Bank 67-103 


First National Bank of 
Aberdeen 78-11 


Bank of Seminary 


Sumrall Bank 


Browning Savings Bank and 
Citizens State Bank 
Drovers National Bank in 
City (In 
liquidation) 
Bank of Moberly 


Pattonsburg Savings Bank 


Bank of Qulin, Qulin 


Miners Bank & Trust Co. 
Nebraska National Bank 


Mechanics National Bank 


Matteawan Savings Bank 
and Mechanics Savings 
Bank 

Tompkins County National 
Bank and Ithaca Trust Co.| 


Central Bank of Kenmore 
with State Bank of 
Kenmore 


\Greenville Banking & Trust 
Co. (Branch) 


\Greenville Banking & Trust 
Co. (Branch) 


iGreenville Banking & Trust 


Co. 
Greenville Banking & Trust 
Co. (Branch) 





|First State Bank, 
| Brisbane 


| 
First State Bank, 1) 
| Strong City 


First National Bank 


State Exchange Bank, 

Salt Fork 

\First National Bank, 

| Hitchcock 

|Commonwealth Trust Co. | 

| and Union Trust Co. 

Robesonia State Bank & 
Trust Co. 





\State Road National Bank, & 
Highland Park | 


St. George Depository 


| 


|Arthur Depository Inc. 


| } 

First National Bank & Trust| 

| Co., Aberdeen, Farmers &| 

| Merchants National Bank’ 

| in Milbank, Milbank, First 
National Bank in 


Title Eff. Jan. 9 


April 2 


Consolidation 
Eff. May 17 
Business 
urchased 
‘eb. 9 
Reorganization, 
week of May 13 


Reorganization 
Eff. May 20 


Note account 


purchased and | 


deposit lia- 


bilities assumed | 


February 23 
Conversion 


Sold assets 
April 20 


Title 


Eff. March 23 


Merger 
Eff. April 10 


| Merger 


Eff. May 28 


Merger 
Eff. Mar. 1 


Title 
Eff. 
Title 


Title 
Title 


changed title 
Jan. 30 


Moved and 
changed title 
April 4 


| Deposits 


taken over 
March 30 
Moved. Re- 
ported Mar. 14 
va. liq. Feb. 27 
and absorbed 


|Merger 
Eff. March 25 
|\Surrendered trust 
powers and 
—— title 


bs and location| 
May 24 


| Assets purchased, | 
May 27 


Succeeded 
April 1 


Consolidation 


Eff. March 30 | 


Mobridge, Mobridge, and | 


First National Bank in 
Britton, Britton 





March 11 | 
Eff. March 11 | 


Eff. March 11 | 
Eff. March 11 | 


Common 





10,000 


"Manager 
N. W. Phillips 
A. B. Chrisman 


M. L. Haning 


676,000G. 8S. Hovey 


20,000)J. E. Bach . W. Allison 


Common 


50,000 
Preferred 

7,500 H. H. Green 
Common 

17,500 
Preferred 


C. O. Minter 


T. J. Fenlon 


F. M. Knight F. W. Harris 





$35,000(C. H. Bond \|H. K. Tompkins, 


| 
| Treasurer 


|Paul Bradford, 


755,000|Robt. H. Tremain 
| Treasurer 





|A. A. McMullen __[L. E. Rautenberg 


2,000| William Lawther 
Profits | | 


A. O. Flatland 


11,000F. E. Herring 


| 


49,000. F. Mulldendore |W. H. 
3,000)W. C. Muegge 


L. L. Males 


Noel 





150,000\W. FE. Burns 


A. 8. Patterson, 
Surplus | 


17, 500/W alter E. Good- C. W. Stubbs 


50,000 
Preferred 


\P. B. Kizer, 
Manager 


J. D. Arthur 
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CHANGES DUE TO CONSOLIDATIONS 


MERGERS, CONVERSION, REORGANIZATIONS, ABSORPTIONS 
AND CHANGES IN TITLE 








7 — eT = = —— — — = ——====a 


Strats & Town P mesent Nawe axp Former Name How Cuancep Caprrat | 





leuneave &) 


Paovrre PRESIDENT CasHIER 








South Dakota 
Britton First National Bank of First National Bank in |Merged and |A. W. Hoodecheck, 
Aberdeen (Britton Branch) | Britton and First National operated as a | Manager 
| Bank and Trust Co., branch April 1 | 
Aberdeen | | | 
Milbank First National Bank of |Farmers & Merchants __ |Merged and |A. R, Allen, 
Aberdeen (Milbank National Bank in Milbank| operated as a | | Manager 
Branch) and First National Bank branch April 1 } 
and Trust Co., Aberdeen | | 
First National Bank of |First National Bank in |Merged and P. J. Schirber, 
Aberdeen (Mobridge | Mobridge and First operated as a Manager 
Branch) | Natio Bank and Trust branch April 1 
| Co., Aberdeen 


Security Bank & Trust Co. (Succeeded |A. H. Willoughby, 





Jackson Count 


|  — of sa (Branch of Gainesboro) Jan. 3 Manager 


} 
First National Bank 88-467 |State National Bank |Absorbed Dec. 27 ,282)/H. L. Kokernot (G. W. Crawford 


First National Bank 88-94 |Amarillo Bank & Trust Co. |Merger | 403,4101G. K. Richardson |W. D. Smiley 
with First National Bank | Eff. March 9 


Blooming Grove _ /|*First State Bank 88-1060 (Forreston State Bank, Moved and | |R. B. McCormick lJ. W. Fields 
| Forreston | changed title 
| May 15 12,500) 


tah 
Mt. Pleasant Fairview State Bank |Fairview State Bank, |Moved |P. Sundwell, Jr. 
97-109 Fairview | March 4 | 








Salt Lake City Halloran Savings & Trust Halloran-Judge Trust Co, Title 
Co. 31-62 Eff. March 23 





Virginia 
South Boston Citizens Bank 68-534 Citizens Bank, Virgilina Moved IT. W. |Arthur Tuck 
Authorized } | 
March 30 | | 
Strasburg Massanutten Bank 68-257 |Massanutten National Bank Conversion 25,000/B. R. White IF. E. Zea 
| Eff. Feb. 21 | Surplus | 
Woodstock Shenandoah County Bank &|Shenandoah National Bank (Consolidation ewansaeesd |E. W. Newman A. K, Albert 
Trust Co. 68-230 | and Shenandoah Valley Eff. Feb. 18 | | 
Loan & Trust Co. 


Washington | 
College Place |\Citizens Bank 98-405 /Touchet State Bank, Assets transferred W. W. Wasser 
Touchet March 30 | 
Ephrata Wilson Creek State Bank |Wilson Creek State Bank, Moved . WwW. |\D. F. Nordhorst 
98-327 | Wilsoncreek April 15 | | 
Wisconsin 


Medford |*State Bank of Medford \State Bank of Ogema, Assets purchased, Chas. A. Fleming [V. A. Hirsch 
F | 79-297 | Ogema, Wis. 5 
Mineral Point |Farmers Savings Bank Farmers Savings Bank, \ 9,000/'W. C. Skillicorn (L. K. Peterson 
| 79-917 Edmund April 27 Surplus 





| 
wo & Merchants Bank oo Warren Company Consolidation. 21,000 John Reinehr 
| 79-744 Bank, Warrens, with Eff. May 18 | 


} Farmers & Merchants 
Bank, Tomah 


\*First National Bank in First National Bank Taken over 20,000'G. H. Schroeder (C. A. Walker, Jr. 
Wauwatosa 79-712 May : ‘om! Surplus 











NEW BANKS REPORTED IN PROCESS OF ORGANIZATION Banks Reported Closed 


t Indicates Press Report with closing dates and transit numbers. 


= — =— — National 11; State 54; Private 3; 
$ Others 2. Total 
State « Town Name or Bank CaPpiTaL pny CoRRESPONDENTS Conservator Banks: National 1; 
State 5. Total 


Illinois | Branch Banks: State 8. 
Chicago tSouthwest National Bank 
(6242 So. Western Ave.) 

First Bank & Trust Co. $ 10,000) H. C. Miller 


Surplus |C. E. Kimmel ARKANSAS 

ittate Bank of Wapelie 7,000) Augusta—Bank of McCrory (Tellers 
+Security State Bank of . Hoese, New Germany and Window of McCrory). Discontinued 

Glencoe A. Beli, Minneapolis March 2. 
State Bank of Glencoe : Gontd Perry—Perry State Bank. 81-419— 
ow Falls|*t{Northern State Bank . Bennes and Rasmus Oen Voluntary liquidation March 30. 

80! 

Morrison *t+Community Bank 
(Charte: Ti 3) 
Oklahoma CALIFORNIA 


— ee ae Tiburon—American Trust Co. (Tiburon- 


South Dakota Belvedere Branch of San Francisco) 
Faulkton re Cos County Bank at Bachmayer, L. J. Sievers, 90-1137—Discontinued February 16. 


a Wm. Melius 
(Charter a: pooeet Bey 28 
Watertown tCodington County B: F. F. Phillippi, Vice President 

west (Will open about May 1) and Cashier COLORADO 


Virginia : “ 
; Pritchett—First State Bank. 82-455— 
: Bestinmes — Commeneiel Notional Rank : Voluntary liquidation March 30. 
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CONNECTICUT 


Danielson—Killingly Trust Co. 51-301— 
In liquidation February 15. 


GEORGIA 


Ray City—Peoples Bank, Private. 64- 
1138—Discontinued. Reported April 1. 

Ray City—Peoples Service Bank, Pri- 
vate. 64-1160—Discontinued week of 
April 1, 1935. 

toyston—Farmers 64-342—Sus- 
pended May 2. In possession of Dept. 
of Banking for liquidation. 

Talmo—Murphy Bank. (Private) 64-1006 
—Discontinued. Reported February 20. 


Bank. 


IDAHO 


Paul—*First National 
In voluntary liquidation effective 
June 1. Assets purchased by First 
National Bank of Idaho, Boise, and 
deposit liabilities transferred to their 
Rupert Branch, Rupert, Idaho. 


Bank. 92-276— 


ILLINOIS 


Allenville—Peoples State Bank. 
—In liquidation January 24. 
to surrender charter March 15. 

Eddyvi *State Bank of Eddyville. 
70-1271—Liquidated through First Na- 
tional Bank in Golconda March 20. 

Iola—State Bank. 70-1373—Voluntary 
liquidation. Depositors paid in full. 
Reported February 13. 

Orchardville—*Peoples State Bank. 
1834—Liquidated March 30. 

Rockford—Rockford Trust Co. 
Suspended March 14 


70-1743 
Expect 


70- 
70-46— 


INDIANA 


New Albany—New 
71-91—Closed. 
March 30. 


Albany Trust Co. 
In voluntary liquidation 


IOWA 


Albia—*Peoples Savings Bank. 72-192— 
In process of liquidation March 20. 
Long Grove—Central Trust & Savings 
Bank (Office of Eldridge)—Closed Feb- 

ruary 1. 
Scranton—Jefferson State Bank (Office 
4 Jefferson)—Discontinued February 
Sheffield—Northwest Savings Bank (Of- 
fice of Mason City)—Certificate can- 
celled. Reported April 8. 


KANSAS 


Agra—*First State Bank. 83- 
by order of Board 
3, 35. 
Belpre—Belpre State Bank. 83-1418— 
Voluntary liquidation January 10. 
Codell—Codell State Bank. 83-785— 
April 30. 
Lone Star—Lone Star State Bank. 83- 
1255—Voluntary liquidation April 8. 
Milford—State Bank of Milford. 83- 
944—April 

Shields—Farmers State Bank. 83-1228 
—Voluntary liquidation January 3. 

Winfield—Fidelity Trust Co. 83-114— 
Liquidating through Fidelity Mortgage 
Co. (not a bank) Effective March 1. 

Winona—*Winona ‘State Bank. 83-1094— 
In hands of Receiver for liquidation. 
Reported May 20 


706—Closed 
of Directors May 


KENTUCKY 

Foster—Foster Banking Co. 73-494— 
Voluntary liquidation March 16. 

MICHIGAN 


Boyne Falls—State Bank of 
Falls. 74-966—Voluntary 
February 28. 


Boyne 
liquidation 


MINNESOTA 


Meire Grove (Melrose P. O.)—Meire 
Grove Farmers State Bank. 75-846— 
Voluntary liquidation. Reported Feb- 
ruary 1. 

Montgomery—First National Bank. 75- 
301—Voluntary liquidation April 29. 


MISSISSIPPI 
Ethel—Bank of Ethel. 


85-304—Volun- 
tary liquidation January 1. 
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MISSOURI 


Albany—First National Bank. 80-359— 
In process of liquidation April 1. 

Berger—Bank of Berger. 80-888—Ac- 
ceptable assets taken over by new 
Farmers & Merchants Bank of Berger, 
May 3. 

Berger—Peoples Bank. 80-1302—Accept- 
able assets taken over by new Farmers 
& Merchants Bank of Berger, May 3. 

Blue Springs—*Blue Springs State Bank. 
80-681. Closed June 1. 

Elk Creek—Bank of Elk Creek. 80-1605 
—Voluntary liquidation February 2. 
King City—*Citizens National Bank. 80- 
517—Voluntary liquidation May 11. 
University City—West End Bank. 4-86 

—In liquidation March 21. 


MONTANA 


Bigfork—State Bank of Bigfork. 


93-168 
Voluntary liquidation April 9. 


NEBRASKA 

Ceresco—Union State Bank. 76-1279— 
Voluntary liquidation March 9. 

Hendley—*Farmers State Bank. 76- 
—Voluntary liquidation May 13. 

Hildreth—Franklin County Bank. 
474—Suspended February 26. 

Miller—Bank of Miller. 76-558—March 4. 

Norfolk—*Security State Bank. 76-1272 


—Voluntary liquidation through Na- 
tional Bank of Norfolk (New) June 1. 


Richland—Richland State Bank. 76-852 
—Voluntary liquidation February 21. 


Smithfield—Farmers State Bank. 76- 
865—Voluntary liquidation April 19. 
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76- 


NEW JERSEY 


Grantwood (Sta. Cliffside Park P. 0.)— 
Cliffside Park Title Guarantee & Trust 
Co. 55-621—In process of liquidation. 
Reported February 13. 


NEW MEXICO 


Roy—First National Bank. 95-87— 
Voluntary liquidation March 30 through 
First-American National Bank, Tucum- 
cari. 


NORTH CAROLINA 


Franklinton—First-Citizens Bank & 
Trust Co. (Branch of Smithfield) 66- 
356—Not operating. Reported Feb- 
ruary 20. 

Greenville—Hood System 
Bank. 66-811—Voluntary 
Reported February 18. 


Hamilton—Bank of Hamilton. 66-368— 
Voluntary liquidation April 29. 


Industrial 
liquidation. 


NORTH DAKOTA 


Abercrombie—Abercrombie State Bank. 
77-589—Liquidating. Reported Feb. 18. 

Carson—First National Bank. 177-535— 
In liquidation. Merged with First Na- 
tional Bank, Mandan January 24. 

Rolla—First National Bank. 77-192— 
Deposit liability assumed by Rolette 
County Bank, April 24. 


OHIO 


Fremont—Liberty Banking Co., con- 
servator bank. 56-276—Closed March 
6 to expedite reopening. 

Napoleon—Commercial State Bank, con- 
servator bank. 56-1236—Taken pos- 
session of by State Banking Dept. 
March 27 to expedite reopening. 

Napoleo Napoleon State Bank, con- 
servator bank. 56-516—Taken pos- 
session of by State Banking Dept. 
March 27 to expedite reopening. 

South Vienna—Farmers Deposit Bank, 
conservator bank. 66-1159—To discon- 
tinue in 60 days. Reported February 18. 


OKLAHOMA 


Cheyenne—First State Bank. 86-574— 
a by bank commissioner March 


Clinton—Guaranty State Bank. 
—April 5 

Orlando—Farmers' Bank. 86-847—Vol- 
untary liquidation January 26. 


86-625 


PENNSYLVANIA 


Jerome—First National Bank. 60-1599— 
In process of voluntary liquidation, 
effective April 15. 


SOUTH CAROLINA 


Lake City—Palmetto State Bank. 
701—Closed March 9. 
Palmetto Bank 


67- 
Succeeded by 
& Trust Co. 


SOUTH DAKOTA 


Groton—First National Bank. 7 
Voluntary liquidation April A 
sorbed by First National Bank of 
Aberdeen. 

Leola—*First National Bank. 78-279— 
Voluntary liquidation May 13. 

Redfield—Redfield National Bank. 78- 
63—Voluntary liquidation April 1. Ab- 
sorbed by First National Bank of 
Aberdeen. 


TENNESSEE 


Bristol—Peoples Industrial Bank. Merged 
with Franklin Savings & Loan Bank. 
Reported February 27. 

Hickory Valley—*Hardeman County 
Savings Bank, Branch of _ Bolivar, 
Tenn. 87-397—Discontinued April 1. 


TEXAS 


Athens—Guaranty Bond State Bank. 88- 
387—Voluntary liquidation February 2. 

Flynn—Flynn State Bank. 88-1776— 
Voluntary liquidation December 165. 


nee i = a fa 2 State Bank. 88- 
2—Voluntary liquidation February 
i 


Kirbyville—Peoples State Bank. 88-373 
—Voluntary liquidation February 13. 
Putnam—Farmers State Bank. 88-1245 
Closed by order of Board of Directors 
and placed in hands of Banking Com- 
missioner for liquidation March 20. 
Springtown—Springtown State Bank. 

88-1444. Closed Dec. 26 
Tynan—Bank of Tynan, Private. 88- 
1982—Discontinued January 17. De- 


posits assumed by First State Bank, 
Mathis. 


Wildorado—Wildorado State Bank. 88- 
1349—Voluntary liquidation February 1. 


UTAH 


Nephi—*Central Utah Bank. 97-62—De- 
posit liability assumed by Commercial 
Bank of Nephi May 27. 


Nephi—First National Bank. 97-38— 
Conservatorship terminated February 
5 and receiver appointed. 


VIRGINIA 


Front Royal—Warren-Rappahannock 
Trust Corporation. 68-683—On Feb- 
ruary 16 amended charter by surrend- 
ering banking and trust powers and 
changed name to Warren-Rappahan- 
nock Mortgage Corporation. 


Wake—Bank of Middlesex (Branch of 
Urbana) 68-610—-February 28 and 
moved business to Head Office. 


WISCONSIN 


Eleva—John O. Melby & Co. Bank (Re- 
ceiving & Disbursing Station) Discon- 
tinued March 1. 


West Milwaukee (Milwaukee P. 0.)— 
a State Bank. 79-1068—Closed 
une 


VIRGIN ISLANDS 


Christiansted—*National Bank of Danish 
West Indies (Branch of St. Thomas) 
—Succeeded by new Virgin Islands 
National Bank (Branch). 

St. Thomas—*National Bank of Danish 
West Indies—Succeeded by new Virgin 
Islands National Bank. 
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Refer Your Out-of-town 
Legal Matters to Bank 


Recommended Attorneys 


They Will Serve You 


Efficiently 


Every attorney listed in the Blue Book comes to us through the voluntary 
recommendation of some banker who has first hand knowledge of that 
attorney’s integrity and ability. 


These attorneys are recommended because they have handled satisfactorily 


the business of one or more banks ..... because they are competent and 
reliable ..... because of their demonstrated efficiency in handling bank 
WHE 66% as 


In most cases the recommended attorney is the bank’s own attorney. 


THESE INDEXES WILL SAVE YOU MANY TIMES THE COST OF YOUR BLUE BOOK: 


Attys. This section contains a Bank | Acces, | Nearest accessible banking 
Recommended Attorney in every county points to every non-bank town. 
seat in the U. S., all Canadian provinces, 


and in the principal cities throughout Disc 
th Id. | ; | , ‘ 
pillars Titles_| Complete 5-year list of U. S. 


discontinued bank titles. 


| Laws | Digest of banking and commer- 
cial laws of every state and Canadian Complete list of directors of 


province. U. S. and Canadian banks. 
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America’s Standard Financial Reference 





CREDIT EXPANSION 


We believe sufficient time has elapsed to heal) most financial 
“sore-spots and that a fresh demand for loans and credit from 
responsible sources has about reached the explosion point™ that 
will break the log-jam of idle bank funds. This will soon have 


its effect on cash and checking accounts. 


\re you prepared for a more rapid turnover of capital? Possibly 


vou need anew supply of bank check books immediately. 


When ordering new cheeks ask vour lithographer or printer to 


print them on Arrowhead Safety. The non-alterable pattern) on 


each cheek point- directly to a new prosperiiy. 


Made by GILBERT PAPER COMPANY. MENASHA. WISCONSIN 
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